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Nation's Problems 
Are Problems of 
insurance: Adams 


Problems of the Trade 
Are Secondary, A.L.C. 
Head Declares 


The problems that are singular to life 
insurance are of secondary concern these 
days in comparison with the impact 
upon the institution of national and in- 
ternational economic and social forces, 
according to Claris Adams, president of 
Ohio State Life and president of Amer- 
ican Life Convention, who addressed a 
luncheon meeting of the insurance group 
of the Union League Club of Chicago. 

The group was augmented by mem- 
bers of the executive committee and for- 
mer presidents of A. L. C. who were 
in the city for a conference and by the 
presidents of virtually all of the Illinois 
legal reserve life companies who were 
specially invited. 

Mr. Adams observed that since one 
out of every two persons in the United 
States is a policyholder, and life insur- 
ance is the fifth item in the family 
budget, life insurance is an integral part 
of American life and everything that 
affects America affects life insurance and 
vice versa. Hence, he said, the most im- 
portant problems to life insurance man- 
agement are those of the nation. For 
instance, a workable plan to maintain 
world peace is more important to the 
institution than any of its individual 
problems. Likewise, the solution of 
industrial strife, and the construction of 
a framework for a free economy are ob- 
jectives that have superior interest to” 
life insurance. 


Problem of Supervision 


However, he did remark upon some of 
the problems that are unique to insur- 
ance, such as the type of supervision 
that is to be applied. The insurance 
world was shocked by the S.E.U.A. de- 
cision and it was a bombshell in every 
branch of the business although it threat- 
ened chaos to other branches to a greater 
extent than to life insurance. 

That decision did serve to bring the 
various branches of the business to- 
gether. When they first started to con- 
fer, they were as far apart as the poles, 
but they did come together and it now 
appears that supervision can be main- 
tained at the state level. The Robertson 
vs. California and Benjamin vs. Pruden- 
tial decisions provided much comfort. 

Mr. Adams said that the nature of in- 
surance supervision becomes a question 
of policy in that Congress may deter- 
mine decade by decade what the policy 
shall be in reference to insurance super- 
vision. That compels the business and 
the states to see that the insurance house 
1s maintained in apple pie order. Those 
in the business must strive to strengthen 
the hands and maintain the quality of 
State supervision. 


Danger of Political Stamp 


In life insurance the character of su- 
persion is a matter of great moment. 
The fear that gnaws at the souls of life 
Msurance men is the danger of bureau- 
Crats integrating insurance funds into 
the policy of some particular adminis- 
tration. They fear the possibility of life 
Mmsurance funds being vested with some 
Political stamp. 

State supervision, Mr. Adams declared, 





Results for First Six Months Shown 





New Bus. 
1946 

American General Lifef..... $11,224,109 
American Mutual Life...... 6,961,852 
American Reserve Life..... 2,473,758 
Meee EIR. oe... Seeweces 11,756,290 
UEEURTNONG TNO E65 6 wc c-tnciee aes 10,832,228 
Automotive Life .......... 507,825 
Bankers National, N. J..... 10,698,524 
Business Men’s Assurance... 36,093,175 
WEG, BIE Secs se eceduewe 10,045,440 
po ee ee ee 32,461,000 
Centtal Eéfe. Man... 6<i.- 77,412 
Columbus Mutual Life...... 12,704,683 
Empire Life & Accident..... 3, ,666 
Equitable Life, Iowa........ 61,320,311 





Excelsior Life, C 
Federal Life & ° 
Fidelity Mutual Life........ 
DoOrest LAW TAle......cccccsc 


16,792,846 
23 








George Washington Life.... 1,308,375 
Great American Life, Kan... 1,528,372 
Great Northwest Life....... 2,029,727 
Cae Oe ers 50,350 
Great National Life........ 3,612,792 
Guarantee Mutual Life..... 22,015,035 
Indianapolis: Late. «icc ccc 4,867,997 
Imperial Life, Canada...... 32,854,185 
DGEAPOULG. BNO: 9.6.0 cecsccccses 5,798,591 
pr ge A Se ee a 8,560,253 
Lincoln Liberty Life....... 5,983,472 
Manhattan Mutual Life..... 1,038,430 
po. PF eee err 463,880 
National Fidelity Life...... 5,178,110 
National Guardian Life..... 6,483,384 
National Life, Vermont..... 53,222,958 
National Old Line.......... 2,470,000 
National Reserve Life...... 3,490,200 
North American Life, Ill.... 7,374,069 
North American Life....... 7,374,069 
Northern Life, Canada ..... 8,875,055 
Northwestern Mutual Life.. 215,727,356 
Pacific National Life 8,395,764 
Peoples Life, Ind........ 6,026,393 
PPROVIGOME TAlO ociécsecccawes 7,450,400 
Reliance Mutual Life, IIl.. 483,000 
Rural ERE Pre 3,267,485 
po Bs eee aa 2,782,816 
Security State Life, Idaho.. 388,000 
State Farm. Like... -<cscacces 25,344,148 
GOREN. CORRE TATO, ccc cacccses »299,5 

Southern Life, Md............ 307,631 
Southern National Life..... 1,872,597 
Standard Life, Indiana..... ,229,704 
Standare Lite, VR.. .<cccccee 781,411 
Standard Life, Miss.J........ 2,850,179 
BIRNGOIG. CFOs cicdseedcens 9,045,770 
Sri Estes lee soe ris sicwares 19,539,000 
VOSAR ECUGOITIG occ ccc neces 8,898,486 
Tharp-Sontheimer Life 2,068,305 
Washington Lité .... csc 1,167,800 
Wreneter Lite .s.ceusecs wes 586,761 
Western Reserve Life...... 3,811,801 
Western States Life........ 2,369,500 
Bo a eee 2,729,931 
Wisconsin National Life.... 5,719,713 
Winston Mutual Life....... 1,660,744 
IWNGIPEOES Font id bone eres wormeeus 5,085,328 

*Decrease. 


+Not available. 
tFormerly Seaboard Life. 
ttIncludes reinsurance. 
§Ordinary only. 


New Bus. 1946 Ine 1945 Inc. 
1945 in Force in Force 
$ 4,109,488 $58,314,137 $44,752,820 
3,358,052 ,376,54 2,248,777 
1,567,994 1,475,047 759,564 
7,486,963 7,563,693 4,322,613 
7,158,915 7,234,498 »697,1 
128,175 399,775 63,775 
6,770,336 8,358,305 4,663,301 
23,565,519 22,188,530 14,006,992 
5,210,738 9,271,801 4,956,960 
20,933,000 11,217,817 7,726,000 
39,500 28,132* 27,626 
7,590,593 10,194,278 5,594,420 
2,154,465 2,077,938 1,226,081 
33,982,312 46,941,852 22,628,774 
12,271,211 11,185,888 7,199,706 
722,8 935,550 550,253 
22,214,122 27,070,020 14,322,453 
2,120,102 2,305,350 1,888,575 
806,467 612,315 295,6 
783,469 11,088 326,668 
1,082,706 1,453,477 758,60 
65,1 750,584 517,575 
2,103,949 2,921,528 1,692,836 
12,222,114 17,082,424 8,706,335 
8,246,717 11,756,946 5,994,4 
20,656,617 22,740,902 12,084,717 
,776,477 4,012,635 2,706,8 
5,723,147 6,377,987 3,907,469 
2,986,782 4,912,516 1,801,959 
382,130 754,747 195,044 
4,620,398 6,569,161* 2,814,561 
3,006,284 3,743,520 1,692,069 
4,261,074 4,511,217 3,135,441 
37,384,806 41,961,222 27,350,19 
924,000 2,317,000 685,000 
2,172,400 2,266,200 1,661,000 
4,501,009 4,600,000 2,443,066 
4,501,0 4,600,000 2,443,066 
5,454,790 6,877,054 4,126,051 
174,379,068 166,878,767 130,619,357 
5,690,276 3,550,991 5,683,658 
4,489,135 3,278,135 2,617,112 
5,871,816 5,820,541 4,423,920 
358,141 210,000 173,33 
2,099,885 2,350,776 1,736,146 
1,897,844 1,906,173 1,179,834 
116,000 i” Sy ee 
16,492,268 18,990,055 11,690,518 
634,682 988,888 501,425 
256,999 191,415 91,346 
1,380,223 594,060 591,340 
3,556,300 3,600,636 2,386,853 
940,93 53,563 4,211 
1,986,030 664,526 663,494 
4,852,283 7,577,680 3,621,405 
13,191,000 10,492,000 6,925,000 
4,777,821 ,851,1 2,834,258 
1,837,300 1,250,807 1,002,010 
1,348,700 1,107,300 1,233,600 
183,807 55,1 54,140 
1,972,395 3,058,340 1,241,310 
1,481,250 2,078,889 1,262,257 
1,738,229 2,319,091 1,351,799 
3,527,329 4,006,259 2,221,576 
1,486,906 522,793 442,728 
pe Hn | nner ee Bras jt 








is the most satisfactory form of public 
control that any industry is under. 

Mr. Adams touched upon the invest- 
ment problems, saying that life insurance 
is the only investment institution that 
guarantees a fixed earnings return. 
Never until now, he said, has the ex- 
tremely conservative estimate of inter- 
est return been a matter of concern. 

The rate of decline has been aggra- 
vated and accelerated by the political 
policy of cheap money. Such a policy 
was justified by its, advocates as a war 
measure; but now that the war is over, 
there is grave danger that the same pol- 
icy will be maintained purely as a polit- 
ical matter. Some members of the 
Treasury Department under the Morgen- 
thau regime argued that the interest rate 
should be zero. 


Inflation Public Enemy No. 1 


Public enemy No. 1 is inflation. It is 
a tax on the prudent, the saver, the 
helpless and the hopeless. They are the 
forgotten people in the present economy. 

He said it will cost almost 25% more 
to buy the same amount of life insur- 
ance than it did 15 years ago. The re- 
turn under settlement options will be 
10 to 15% less and the beneficiary has 
to pay 40% more for living. 

Currently the inflationary forces are 
causing a big spurt in life insurance sales, 
but even so, he remarked that the results 


will not greatly exceed those of 1926. 
Nevertheless, despite this production 
boom, life insurance management, he 
said, has an obligation to the benefi- 
ciary. 

Some administration leaders hold to 
the theory that interest is evil and per- 
forms no important function in the 
economy. 


Interest Reduced, Costs Up 


Mr. Adams said that one of the big 
railroads recently got its interest obli- 
gations reduced by $4 million and that 
was heralded as a major achievement. 
However, the same inflationary force 
that enabled it to make such a saving 
there brought about an increase in its 
cost of 10%, or some $19 million. The 
inflation that brought down its interest 
rate increased its cost many times that 
figure. 

As to price control, he said that that 
is simply the left hand pillar, and that 
the monetary policy is the right hand 
pillar. It is futile to essay price con- 
trol if the monetary policy is one of 
cheap money. 


Assails Clark’s Accusations 


Mr. Adams remarked upon the recent 
speech of Attorney General Clark be- 
fore the U. S. Chamber of Commerce 
at Atlantic City condemning the insur- 

(CONTINUED ON PAGE 20) 


Describe Possible 
Site for N.A.I.C. 
Headquarters 


“1313” Building at Chicago 
Houses 17 Associations 
in Governmental Field 


For a great many years, periodically, 
the proposal has been advanced that a 
headquarters organization be set up for 
the National Association of Insurance 
Commissioners, but until comparatively 
recently, the idea had never got beyond 
the “it would be a good thing” stage. 

During the past year, however, the 
proposal seems to have been gaining 
more and more adherents and there has 
developed a conviction on the part of 
many commissioners and observers that 
the association cannot much longer af- 
ford the luxury of going without a con- 
trol station, so to say. 

Newell Johnson of Minnesota, in his 
presidential address at St. Paul in 1945 
strongly advocated the establishment of 
a central headquarters and he was there- 
upon named chairman of a special com- 
mittee to investigate the matter. At the 
recent Portland convention there was 
considerable informal discussion of the 
idea, but Mr. Johnson had to announce 
that his committee was not yet ready to 
make a report, but the failure to take 
action or to report at Portland did not 
seem to indicate a desire to lay the mat- 
ter aside. It appeared to be more a 
matter of inability to reach any kind of a 
consensus at this time as to what sort of 
a headquarters organization there 
should be. 


Suggest Chicago Headquarters 


One of the suggestions, being seri- 
ously considered, is that N.A.I.C. should 
establish a secretariat at 1313 East 60th 
street, Chicago. 

In view of the fact that this is a pos- 
sibility, a NATIONAL UNDERWRITER rep- 
resentative visited “1313” the other day 
to investigate the facilities and organiza- 
tional setup there. The existence of this 
operation and various phases of its work 
are well known throughout the country 
but many have but a hazy notion of its 
precise outline. 

“1313” is a four story, air-conditioned 
building, put up in 1937, its architecture 
blending with that of the University of 
Chicago buildings in the vicinity. 

Essentially, it is a place for associa- 
tions of public officials to have their 
headquarters. Housed there today are 
some 17 such associations. 

Certain of the associations have a com- 
mon secretariat, but others have their 
own individual headquarters personnel 
and separate offices and constitute just 
as distinct a unit as if they were housed 
in another building or another city. 


Enjoy Common Services 


All of these secretariats have access to 
common services for which they are 
charged on a cost basis. The building is 
managed and is owned, and these com- 
mon services are maintained by Public 
Administration Clearing House. The 
land is owned by University of Chicago. 

The services include a library, which 
features particularly current publica- 
tions, periodicals, pamphlets, etc., and 
this is highly valued. Then there is a 
publicity department and a publicity man 
is furnished for conventions of constitu- 

(CONTINUED ON PAGE 20) 








2 


HeNATIONAL UNDERWRITER 


July 12, 1946 








——_. 





Purdue Program 
to Close on Nov. 8; 


Housing Victim 


LAFAYETTE, IND.—Due to hous- 
ing conditions at Purdue University the 
trustees are eliminating several exten- 
~ton activities including the insurance 
Nia’keting courses. Permission to con- 
tinue through 1947 was granted but 
A. R. Jaqua, director of the insurance 
course, announces that he will close the 
classes with graduation of the third ad- 
vanced group Nov. 8 this fall. About 
150 tentative enrollments for fall classes 
must be canceled. 

Hal Nutt, assistant director of. the 
course, is joining the John Todd agency 
of Northwestern 
cago. 


TO SEEK NEW BERTH 


NEW YORK—tThe Purdue course 
will be transferred next year to a uni- 
versity with a regular school of com- 
merce, the National Association of Life 
Underwriters and L.I.A.M.A. have 
jointly announced. 

Signed by Clancy D. Connell, general 
agent Provident Mutual, New York, 
N.A.L.U. president, and Vice-president 
Wendeli F. Hanselman of Union Cen- 
tral Life, president of L.I.A.M.A., the 
announcement states that “while the 
course at Purdue has been very success- 
ful, conditions on the campus are 
crowded and since Purdue is primarily 
an engineering school, officials of Pur- 
due and of our two associations feel that 
greater progress will be made in the fu- 
ture if the course is conducted in uni- 
versities which maintain a _ regular 
school of business administration. 

“A number of other universities in the 
middle west have indicated great desire 
in having the school transferred to their 
campus. 

“The joint committee will give careful 
consideration to each university before 
endorsing the selection of a new site. 
The school is self-supporting financially 
as the course is covered by the tuition 
of the students. It is planned that in 
the new school the students will receive 
instruction not only from the staff of 
the school of life insurance marketing, 
but also from the regular members of 
the university staff in the fields of psy- 
chology, speech and economics. 


Want Jaqua at Helm 


“The Purdue school has been under 
the direction of A. R. Jaqua and it is 
the expressed hope of the two associa- 
tions that he will continue as head of 
the school when it is transferred. In its 
first year of operation under Mr. Jaqua, 
the Purdue course became virtually a 
laboratory of training for the life insur- 
ance business and met with outstanding 
success. Production records of the stu- 
dents were in almost all instances su- 
perior to the company average of first- 
year producers and reflected great credit 
on the experimental teaching produced 
by Mr. Jaqua and his associates. 

“The course in life insurance market- 
ing will be continued at Purdue until 
all students now enrolled have finished 
the course. 


Purdue Aid Lauded 


“Both associations desire to express 
the gratitude of the life insurance busi- 
ness to Purdue university for having 
provided the testing ground for the cam- 
pus course in life insurance marketing. 
It is a tribute to the Purdue adminis- 
tration and faculty that lack of a school 
of business administration has been only 
a minor handicap to the course.” 

A committee of L.I.A.M.A. under 
Raymond C. Johnson, assistant vice, 
president of New York Life, has been 
appointed to consult with Mr. Jaqua 
on.the location of the new course. The 
committee on life underwriter education 
and training of N.A.L.U. under the 
chairmanship of Clifford H. Orr, Na- 
tional Life, Philadelphia, widl cooperate. 


Mutual Life at Chi- 


Prudential Endorses 
Union in Letter 
to Debit Men 


The recently announced Prudential re- 
tirement plan for industrial agents has 
proved a bombshell in industrial circles 
not only because of its exceptional 
liberality, but because in a letter to 
each debit man explaining the agree- 
ment, Prudential lends virtually un- 
qualified support to the union. 

The union holds this letter an impor- 
tant point in the third renewal of con- 
tract between Prudential and _ the 
United Office & Professional Workers 
of America, CIO. The union says this 
is the first time any life company has 
gone on record with agents in this 
fashion. The following are pertinent 
excerpts from the letter to agents which, 
in the main, is an explanation of the 
new plan. 

“These changes, as you know, supple- 
ment other improvements established 
through previous collective bargaining 
between the company and UOPWA in 
past years, and will further contribute 
to the harmonious and constructive re- 
lationship which has been of benefit to 
the agents and to the company during 
this period. During the negotiations the 
union committee presented to the com- 
pany the problem resulting from the 
fact that a minority of agents while 
enjoying the benefits of collective bar- 
gaining do not bear the cost of achiev- 
ing this result and fail to participate 
in the formulation of collective bar- 
gaining policy. 


Merit in Closed Shop 


“The union committee argued at 
length for a contract clause providing 
for every agent to be a member of the 
union, and to pay union dues as a con- 
dition of employment. The company 
committee felt there was a good deal of 
merit in the arguments on this point 
by the union committee. The company, 
nevertheless, feels that each agent has 
to make up his own mind on the ques- 
tion of union membership.” 

Prudential pointed out that the agree- 
ment had been reached, “as a means of 
meeting the position of the union and 
to help demonstrate the belief of the 
company that stable and effective rela- 
tions with the union embracing all its 
agents are essential.” 

The Prudential agreement is regarded 
on all sides as a major victory for the 
CIO union which at present is waging a 
campaign to unionize debit men of every 
company in every section of the coun- 
try. 





Counsel Federation to Meet 


The Federation of Insurance Counsel, 
which suspended meetings during the 
war, meets Oct. 26 at the Marlborough- 
Blenheim hotel, Atlantic City. 
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Edward Choate, New England Mutual, 
retiring president, left, presents the gavel 
to Troy M. Ziglar, Prudential, president- 
elect, at the annual meeting of the Life Un- 
derwriters Association of Los Angeles. 


New Neb. Director 
. with Dept. 8 Years 


Donald R. Hodder, who succeeded S. 
A. Matzke July 1 as Nebraska insur- 
ance director, got his start in the busi- 





Matzke D. R. Hodder 


S. A. 


ness working part time for Midwest Life 
while attending the University of Ne- 
braska. He graduated in 1934 with a 
degree in business administration, and 
went to work for the company on a 
full-time basis. 

In February, 1938, Mr. Hodder be- 
came associated with the Nebraska de- 
partment as an examiner, continuing in 
that capacity until August 1942 when 
he was named chief assistant to the then 
director, C. C. Fraizer. In that posi- 
tion he was concerned with general 
supervision, and was in charge of the 
examining staff and supervising of ex- 
amination of all carriers in the state. 
All life insurance matters, as well as 
the approval of life policy forms, were 
handled by Mr. Hodder. 


Active in N.A.I.C. 


A member of the blanks committee of 
the National Association of Insurance 
Commissioners for four years, he has 
taken an active part in the fraternal 
committee of the N.A.I.C. since 1943. 
especially in regard to the drafting of 
a proposed uniform fraternal code. 

Mr. Matzke, upon his _ resignation, 
joined the editorial staff of the Lincoln 
“Journal’ newspapers as farm editor. 
He was appointed to fill the vacancy 
created by the resignation of Mr. Frai- 
zer, and held the director’s post 13 
months. 





Scott Monograph Basis of 
Court Action, Dineen Says 


NEW YORK — Superintendent 
Dineen has sent a letter to William C. 
Scott of Satterlee & Warfield, New 
York City attorneys extending his con- 
gratulations for Mr. Scott’s monograph, 
“Practical Federalism.” Recalling that 
the committee on federal legislation of 
the National Association of Insurance 
Commissioners, acting in conjunction 
with certain segments of the insurance 
industry, drafted the legislative text 
used by Congress as a foundation for 
public law 15, the insurance moratorium 
act, he states, as one of the lawyer mem- 
bers of the committee, that “the idea 
for the language upon which the Su- 
preme Court relied‘directly in the Pru- 
dential case and indirectly in the Rob- 
ertson case to sustain the power of the 
states to regulate and tax the insurance 
business came from your monograph 
and was buttressed, of course, by ex- 
pressions of similar views by Profes- 
sors Dowling and Powell. 


Praises Scott’s Work 


“It should be a source of great satis- 
faction to you to feel that the Supreme 
Court of the United States supported 
your evaluation of the general problem 
and that at a crucial time in the history 
of the regulation of the insurance busi- 
ness your monograph set us all off on 
the right road.” 

He expresses the appreciation not only 
of the New York department but also 
of the National Association of Insurance 
Commissioners, for which he now 
speaks as president. 


—= 


Berge Talk 
Takes Sting from 
Tom Clark's Flareup 


Views expressed by Wendel] Berge, 
assistant U. S. Attorney General jg 
charge of the anti-trust division, at the 
recent meeting of the New England As. 
sociations of Insurance Agents have 
helped considerably to dissipate the con- 
cern among insurance people that was 
generated by Attorney General Clark’s 
remarks at Atlantic City some weeks 
ago. 

The reasonable and non-threatening 
attitude displayed by Mr. Berge is re. 
garded as encouraging. Since Mr. Berge 
would hardly have made such an impor- 
tant address without making sure he 
wasn’t talking at variance with the pol- 
icy of his chief, the presumption among 
insurance men is that Mr. Berge’s 
Poland Spring’s speech more nearly re- 
flects the Attorney General’s present 
attitude than do the sharply hostile com- 
ments he made a couple of months ago 
about P.L. 15 and the “unlawful prac- 
tices” it permits pending expiration of 
the moratorium. 

According to the grapevine, Mr. Clark 
was momentarily irked because certain 
insurance leaders whom he had invited 
to sit down with him and discuss the 
whole subject of insurance and the anti- 
trust law had turned down his invitation, 
Whatever the cause, the heat with which 
Mr. Clark spoke and his subsequent re- 
fusal to interpret his remarks seemed to 
indicate a brief flare-up rather than a 
declaration of Department of Justice 
policy. Mr. Berge’s talk seems more in 
the nature of the department’s consid- 
ered attitude. 


COMMENT OF E. W. SAWYER 


NEW YORK — Asked for comment 
on Mr. Berge’s talk, E. W. Sawyer, gea- 
eral counsel National Assn. of Insurance 
Brokers and National Assn. of Casualty 
& Surety Agents, said he thought the 
talk “made a lot of sense.” 

Mentioning the section in which Mr. 
Berge stated that the extent to which 
the states shall “regulate” rate- making 
practices is for their own determination, 
Mr. Sawyer said this confirms the view 
expressed by many in the insurance 
business. 

In his recent book, “Insurance as In- 
terstate Commerce,’ Mr. Sawyer said the 
sound assumption was that the purpose 
of state regulation of the insurance 
business is protection of the public in- 
terest and that as long as the regulatory 
rules of a state adequately protect the 
public welfare, insurance business con- 
ducted in accordance with these rules is 
“regulated by state law.” 





Companies Urge Saving of 
NSLI in Newspaper “Ads” 


An advertisement advising veterans, 
“Don’t drop your Service Life Insur- 
ance,” is scheduled for insertion this 
week in 300 daily newspapers through- 
out the country, with an aggregate cir- 
culation of about 30,000,000, the Institute 
of Life Insurance announces. 

Signed by “Life insurance companies 
in America and their agents,” the ad- 
vertisement presents combined advice 
of companies and agents not to drop 
the NSLI. Ten common questions about 
NSLI are answered and veterans aré 
urged to bring their service insurance 
problems to the agents for help. 

The advertisement points out that to 
prepare for the job, more than 40,000 
agents have gone to school. 





College Life Formed in Ind. 


Articles of incorporation have beef 
filed by College Life Ins. Co. of Amet- 
ica, 130 East Market street, Indianapolis. 
It has 1,000 shares of stock at $200 a 
share. Incorporators are John Burk- 
hart, Ardath Y. Burkhart, John R. Bmi- 
son, Catherine S. Emison and Edna B. 
Hinshaw. 
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Ready fo Argue 
Suit on Unclaimed 
Funds Law in N. Y. 


Foreign Insurers Fear 
Double Liability If 
Statutes Multiply 


NEW YORK-—July 26 has been des- 
ignated for argument of the out-of-state 
companies’ suit attacking the constitu- 
tionality of New York’s law requiring 
them to pay to the state so-called “aban- 
doned funds” of persons who were New 
York state residents at the time their 
policies were issued. The suit is being 
brought by Connecticut Mutual, Massa- 
chusetts Mutual, National of Vermont, 


Penn Mutual, Phoenix Mutual, Aetna 
Life, Prudential, Union Mutual and Un- 
ion Labor against State Comptroller 
Frank C. Moore. Connecticut General, 
State Mutual, and Union Central are 
also taking part in the action though 
not officially in the list of plaintiffs. 

The law also applies to funds of 
policyholders of New York state com- 
panies who were residents of the state 
when their policies were issued. These 
companies are not taking part in the 
suit or objecting to the law. 


Foreign Companies Foresee Trouble 


The out-of-state companies are in a 
different position from the New York 
companies, however. They foresee the 
possibility that if New York is permitted 
to require out-of-state companies to pay 
over “abandoned” funds belonging to 
New York residents, many other states 
will enact similar laws, with a strong 
probability that there will be double 
liability. 

For example, dnother  state’s law 
might provide for payment of funds 
belonging to those whose last known 
address was in that state. This would 
be no less logical than the New York 
basis. Then, companies holding “aban- 
doned” funds of persons who were New 
York residents when their policies were 
issued and who later moved away and 
whose last known address was in a state 
basing its abandoned funds law on last 
known address, would be liable both to 
the latter state and to New York. 


Say N. Y. Lacks Jurisdiction 


The plaintiff companies contend that 
the New York law is unreasonable since 
under it the state has no jurisdiction, 
any more than it would have if it tried 
to demand of New Jersey or Connecti- 
cut banks “abandoned” deposits made 
by persons residing in New York state. 
They say the courts have held that the 
tule of common sense should apply when 
there is no law for guidance and hence, 
the companies contend, the rule would 
be that the state of domicile has jurisdic- 
tion. If there has to be a law cover- 
ing abandoned funds held by life com- 
panies it should apply only to domestic 
companies. 

In 1945, the first year the out-of-state 
companies were requjred to report aban- 
doned funds, 20 companies reported that 
on Dec. 31, 1944, they held a total of 
$213,411. Since no funds had been paid 
out to the state, this figure represented 
accumulations of many years. Only 
two of the companies paid anything to 
the state following the report. Under 
Protest, these two paid a total of $15,882. 
The domestic companies reported $130,- 
814 held on Dec. 31, 1944. Enough 
policyholders turned up between April 
1, the reporting deadline, and Aug. 31 
the closing date, so that only $108,924 
Was paid over to the state. 

The out-of-state companies sought a 
temporary injunction last year, in which 

(CONTINUED ON PAGE 20) 


Pension Plan 
Filings Total 9,700; 
9,500 Approved 


WASHINGTON—The internal reve- 
nue bureau reports that it had received 
to a recent date about 9,700 pension 
trust and profit-sharing plans, of which 
approximately 9,500 have been approved, 
and the balance are still in process. 

It is understood that the flood of 
such plans came to an end with repeal 
of the excess profits tax. 

An internal revenue spokesman says 
disposal of such plans has been speeded 
greatly under the bureau’s policy of 
decentralizing the job of passing upon 
them. This is done in 20 regional or 
divisional offices of revenue agents to 
which pension trust and profit-sharing 
plan experts or specialists have been as- 
signed. 

Whereas, for a long time there was 
criticism of the bureau for delay in 
passing upon the plans, it was explained 
that under such laws as that authoriz- 
ing plans and tax deductions based upon 
them, it takes a year or two to iron 
out difficulties of administration and 
develop rules and regulations under 
which the plans are dealt with. Since 
that stage of development was passed 
the plans have been handled “pretty 
fast,” it is claimed. 

At first, all pension trust and profit- 
sharing plans were dealt with at the 
bureau here. It set up a pension trust 
division, which worked out rules and 
regulations. Then came the decentrali- 
zation project. Under it, appeal can be 
taken from the regional offices to Wash- 
ington on action on a plan. Meanwhile, 
the central pension trust division here 
supervises the work of the regional of- 
fices and specialists, decides upon policy, 
and sees to it that the regional men prac- 
tice uniformity in principles in passing 
upon the plans. 


Management School 
Starts at Chicago 


The 67th agency management school 
of L.I.A.M.A. (ex-Research Bureau) 
got under way Monday at the Edge- 
water Beach Hotel, Chicago, for a two- 
week stretch with 75 students and six 
bureau men on hand. The 68th school 
will get under way at the same place 
commencing July 22. John Marshall 
Holcombe, general manager, will go to 
Chicago to address the group July 18, 
while C. J. Zimmerman will be the 
featured speaker at the second school. 

Sessions are held each day from 9 to 
12 and from 1:30 to 3:30, followed by 
group conferences and individual con- 
ferences. There was a get-acquainted 
cocktail party Monday evening. 

The bureau men directing the activi- 
ties are L. W. S. Chapman, director of 
service and company relations; James R. 
Adams, assistant director in charge of 
schools; J. E. Scholefield, assistant di- 
rector in charge of company consulta- 
tion; E. J. Moorhead, and H. Fred 
Monley, consultants, and W. P. Stowe, 
editorial assistant. 

These men are thus in Chicago for a 
solid month in mid-summer. Each one 
is permitted to have his wife with him 
for one week during this period. 





Ranni Is Life Millionaire 

James G. Ranni, Manhattan Life, New 
York, has been notified that he has quali- 
fied for life membership in the Million 
Dollar Round Table by writing more 
than $1 million for the third successive 
year. 

Last year his agency had over $5 mil- 
lion in paid for Manhattan Life and in 
this year had two $1 dollar months. 

Mr. Ranni has been with Manhattan 
Life for nearly 20 years and last year 
was leadwmg personal producer. 
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Don’t Discount Veterans 


Henry K. Toenes of Mobile, again a successful Penn 
Mutual underwriter after military service, says:— 


“TI believe that the general public does have an in- 
creased respect for life insurance because so many vet- 
erans carried government insurance, and in such amounts. 
In many cases, when Joe returned home with $10,000 
insurance, with all the family knowing he had that much, 
his father, carrying $12,000 or $15,000 or less, began 
to wonder if his insurance was adequate, and became 
more receptive to additional insurance. 


“To other returnees I’d say this. Sell yourself thor- 
oughly and whole-heartedly on National Service Life 
Insist on your veteran friend or prospect 
keeping and converting his NSLI, even if it means that 
he will not be able to buy from you for several years. 
But don’t discount any veteran as a prospect merely 
because he is carrying or converting $10,000 government 
insurance. You’d be surprised how many veterans have 
nice nest eggs of cash in the bank.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Finds Insurer 
Influenced Election; 
Sets Results Aside 


WASHINGTON—The national labor 
relations board has vacated and set 
aside an election held last summer 
among Ohio agents of Monumental 
Life under a board order of July, 1945. 
In that election, of 133 valid ballots cast, 
78 were against United Office & Pro- 
fessional Workers of America, CIO, and 
55 for the union, on the question 
whether the agents wished it to act as 
their representative in collective bar- 
gaining with the company. 

Last August the union objected to the 
election, alleging interference and other 
unfair labor practices by company offi- 
cials before the election. The board 
investigated the matter through its re- 
gional director. 


“Interference” Is Alleged 


The company took exception to the 
regional director’s report, but the board 
overruled them. The board found that 
“by reason of the company’s interfer- 
ence, the election was not truly repre- 
sentative of the employes’ free choice 
and did not reflect their free and un- 
trammeled wishes as to collective bar- 
gaining representation.” It, therefore, 
sustained the union’s objection to the 
election, and announced a new election 
will be called at an appropriate time. 

The regional director reported that 
before the election, company people held 
cocktail luncheon meetings for agents at 
Columbus and Cleveland, where Presi- 
dent L. P. Rock made statements about 
benefits agents had received from the 
company without the union, about al- 
leged union activities, etc. It was also 
found that at a similar Akron meeting, 
William Keidel, agency manager, said 
the union’s principal interest was in 
agents’ dues, and that at a Cleveland 
meeting Joseph A. Niehaus, agency 
manager, said the union was trying to 
tell the company how to run its business 
after 87 years experience of the latter. 


One Board Member Dissents 


The director concluded these state- 

ments clearly influenced the election in 
violation of the act. The board adopted 
the director’s report. Its decision was 
unanimous on the complaint case, last 
April. 
‘ However, on the question of vacat- 
ing the election, board member Gerard 
D. Reilly, who is resigning from the 
board, dissented. He held that state- 
ments of company officials would fall 
within the privilege of the first amend- 
ment to the constitution. The majority, 
he said, deny “to an employer, against 
whom charges are pending, even though 
they have been waived, the right to ex- 
press himself upon the question of the 
representation of his employes during 
the time that the election campaign is 
going on. Since this right of expression 
is a constitutional one, it is difficult to 
understand how this board can attach 
any strings to its exercise.” 





Indianapolis Managers Elect 


Grant O. Q. Johnson, Mutual Life, 
has been elected president of the Gen- 
eral Agents & Managers Assn. of In- 
dianapolis. Claude C. Jones, Connecti- 
cut Mutual, is vice-president; Paul Spei- 
cher, R. & R. Service, secretary; and 
Herbert A. Sloan, Occidental Life, treas- 
urer. 

On the executive committee are Au- 
gust L. Bondi, Metropolitan; J. Russell 
Townsend, Jr., Equitable of Iowa, and 
Eber M. Spence, Provident Mutual. 





Shaw Durham Vice-president 


Hurley J. Shaw has been elected vice- 
president of the Durham (N. C.) Life 
Agency Managers Association to suc- 
ceed Pat Sullivan, Continental Life, who 
oe transferred to Washington, 
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Congress eGke al: 
Health, Welfare 
Plans Proposed 


WASHINGTON-—If a resolution re- 
cently recommended by the Senate com- 
mittee on education and labor is adopted 
by Congress, investigation of various 
angles of the health and safety situations 
in industry will be assured, also consid- 
eration of the subject of welfare funds 
and related subjects. The investigation 
would be conducted by a joint congres- 
sional committee.. President Truman re- 
cently recommended such an investiga- 
tion. 

The Senate committee materially 
modified a resolution adopted by the 
House for joint investigation of labor- 
management relations, labor disputes, 
etc. Under the resolution approved by 
the Senate committee, the joint commit- 
tee would make a thorough investigation 
of “the desirability of further legislation 
concerning the health and safety of em- 
ployes engaged in industries that are es- 
sentially hazardous, with a view to the 
prevetion of accidents and the improve- 
ment of health and sanitary conditions 
connected with such industries; also 
study and investigate the feasibility of 


the establishment of a uniform voluntary 
system of welfare funds for the benefit 
of ill, disabled, or aged employes and 
their ‘families, with a view to the enact- 
ment of legislation to assist in the pro- 
motion and encouragement of such a 
program....” 

The committee would investigate 
many other matters and report to Con- 
gress recommendations for legislation, 
together with drafts thereof. 


Coal Mine Situation Uncertain 


Meanwhile, representatives of the 
coal industry say that government of- 
ficials now administering the coal mines 
seized during the recent strike are too 
optimistic in reporting that coal mine 
owners have so changed their posi- 
tion on the subject of health and wel- 
fare funds for coal miners that they 
now welcome them, instead of charging 
that provisions for the funds involved 
socialization. Industry representatives 
say if the position has changed it has 
been only in the case of a few mine 
owners. Under government dictum, the 
owners can not recover their mines with- 
out signing contracts with the United 
Mine Workers union providing for 
health, welfare, retirement funds for 
health, retirement, welfare, hospitaliza- 
tion, etc., such as are included in the 
contract signed by Secretary of the In- 
terior Krug, as coal mines administra- 
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PAVE THE WAY 


If an underwriter shows respect for his client’s time, the 
client in turn will respect the underwriter and the ideas 


We were talking to a fieldman the other day who is suc- 
cessfully using a method of softening the resistance of 
the average client toward an interview and the intrusion 
of new ideas that goes with it. 


He selected fifty names of successful business men whom 
he did not know but who met the outward tests of a 
To twenty-five of them he sent a letter 
announcing his coming—not a request for an interview,’ 
but a statement that he would call. 


Of the first group he sold fourteen cases; of the second, 


A new stratagem? No, an old and time-tested one... 
but one you’ve been overlooking, prehaps. 


Insurance in Force, May 31, 1946—$283,557 
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MORTON BOYD, President 
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tor, with John L. Lewis, union president. 

Meanwhile, also, although three funds 
have been provided for, their setting up, 
organization, and the working out of 
problems involved present a big task 
for the government, the mine owners, 
the union and, ultimately, insurance com- 
panies which are expected to be called 


in, either on group policies, or to ad- 
minister” funds. 
Seek to Integrate Funds 

The first task will be to integrate 


these three funds so they will comple- 
ment each other: 

1. A bituminous coal fund raised by 
a 5 cent per ton assessment on coal 
produced, estimated to yield $25 million 
or more a year, for health and retire- 
ment purposes. 

2. Another soft coal fund contributed 
out of union dues for medical care, hos- 
pitalization and burial. Previously, the 
miners made these contributions, which 
were used by coal companes for the 
purposes above indicated. Now, the fund 
will be managed by trustees named by 
the union. 

3. A health and welfare fund pro- 
duced by a 5 cents per ton assessment 
on anthracite coal, for the benefit of 
some 75,000 hard coal miners, to be 
managed by two trustees named by the 
union and one by mine owners. 

All told, the funds will apply to a 
total of 475,000 miners employed at some 
3,000 mines in 23 states. 

First step is to name trustees for the 
several funds. Secretary Krug is re- 
ported anxious to get men of the type 
of Chairman Arthur J. Altmeyer of the 
social security board. Under the soft 
coal contract the government names one 
trustee, Lewis another, and these two, 
the third. 


Lewis Seeks Complete Protection 


Lewis’ idea is to have rather com- 
plete social insurance protection for 
coal miners and their families, including 
old-age retirement, disability, health, ac- 
cident, hospitalization, etc., which would 
supplement social security old-age and 
survivors insurance, unemployment com- 
pensation and, possibly, public assist- 
ance. 

One suggestion is that in case of 
sickness a miner may receive perhaps 
up to 40% of his wage, with additional 
allowances for wife and children, up 
to a maximum possible of 80%. It is 
believed that disability may be more 
difficult to handle, but Lewis plans to 
have it based upon an impartial system 
of medical examination, as a result of 
complaints of miners against alleged 
‘down-rating” of disability cases claimed 
to be 100%, to perhaps 20 or 30%, by 
coal company doctors. 

Reported as possible is a deal be- 
tween union trustees of the medical 
care and hospitalization fund and Blue 
Cross interests for hospitalization of 
miners in areas where Blue Cross op- 
erates. Elsewhere, the union contem- 
plates possibility of buying or building 
hospitals in isolated mining communi- 
ties, 





VA Thanks Chicagoans 


In a letter to the Chicago Assn. of 
Life Underwriters and H. Kennedy 
Nickell, who has just retired as presi- 
dent, Francis D. Brosnan, Chicago re- 
gional VA insurance officer, reports 
that many time a day: veterans tell the 
VA that their life insurance agents have 
advised them to keep government in- 
surance. He reports also that his of- 
fice receives numerous calls from Chi- 
cago agents asking for information for 
the purpose of assisting the veterans. 

Mr. Brosnan extended the thanks of 
the Chicago VA office to the association 
for its assistance and cooperation in 
the conservation of N.S.L.I. 





Jefferson Standard School 


Jefferson Standard’s quarterly sales 
training school was held at the home of- 
fice with 40 students attending. The 
program was inaugurated one year ago 
and 160 agents have completed the 
course. 


i 


Frenchman Sees No 
Insurance Problems 
If Freedom Rings 


At the recent convention of Rotary In- 
ternational a number of the life insyr- 
ance members held a get together ses- 
sion. Especial interest was taken in the 
remarks of Charles Jourdan-Gassin, a 
general agent at Nice for one of the 
large French companies and who was 
elected first vice-president of Rotary. 

Jourdan-Gassin asked whether insur- 
ance men in the U. S. are still free to do 
business where they want and to place it 
with whom they want. The answer, of 
course, was “yes.” He then said that if 
this were so, there were no Broblems. He 
went on to say that he had been in the 
life business 28 years, but he didn’t know 
when he returned to France what would 
have happened to his business or whom 
he would be working for (the govern- 
ment has nationalized the insurance 
companies). 

He gave the impression that he feels 
the insurance men in the S. are con- 


cerned with what amounts to trivialities 
and the most important thing, the free- 
dom to do business, is entirely neglected 
or overlooked. 








* WE WILL NOT SAY 
“| TOLD YOU SO,” EVEN 
THOUGH SORELY TEMPT- 
ED. HERE IS THE STORY. 
* * * 

RECENTLY, the manager of 
one of the best offices in the 
country, wrote to cancel his 
R & R membership. Cancella- 
tions are like lapses—a certain 
number inevitable. 


BUT THIS CANCELLATION 
HURT. If we could not serve 
the enterprising manager of a 
leading agency, then some- 
thing was wrong at R&R 


YESTERDAY CAME A 









































LETTER FROM THE MAN- 
AGER. He told his men of 
the cancellation of the R& R 
Service on the ground that 
the office had too many serv- 
ices of one kind or another, 
they weren’t used, and hence 
the cancellation. 
* * * 

THE LETTER SAID: “I CER- 
TAINLY MADE A MISTAKE. 
WE DIDN'T KNOW HOW 
USEFUL YOUR MATERIAL 
WAS UNTIL WE DID WITH- 
OUT IT. MY MEN INSISTED 
I GET BACK AGAIN INTO 
THE R & R FOLD AND THIS 
I AM HAPPY TO DO.” 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 


"RESEARCH & REVIEW SERVICE 
INDIANAPOLIS, 
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Public Interested 
in Strength Not 
Cost of Insurance 


The public is going to be far more 
interested in the strength of life insur- 
ance companies and their ability to 
meet the hazardous future than any mat- 
ter relating to the comparative cost of 
fife insurance, John A. Stevenson, presi- 
dent of Penn Mutual, declared at the 
recent educational conference of that 
company. He said that for the last 
fve years the policy of his company 
has been to strengthen continguency 
reserves. The profit which has been 
received from the sale of securities and 
refinancing has been used largely for 
this purpose. 

Stating that he did not yet see any 
evidences of an immediate upturn of in- 
terest rates, he said he would be greatly 
surprised if we had not reached the bot- 
tom on the down trend. When produc- 
tion really gets under way, businesses 
and industries will be needing money for 
expansion and, at such a time, the in- 
terest rate will necessarily rise, he said. 

He termed it the business of manage- 
ment to put its house in order in case 
interest rates stay for a long time at 
the present mark and to meet all con- 
tingencies with adequate reserves. 


More Pension Trust Tax 
Rules Are Laid Down 
WASHINGTON — Mimeograph 6021 


from the internal revenue commissioner 
to revenue collectors and agents deals 
in general with employers’ contributions 
to employes’ trust or annuity plans and 
compensation under a deferred payment 
plan. Deduction of contributions to an 
employes’ trust or under employes’ an- 
nuity plans where the rights of employes 
to or derived from contributions are not 
vested at the time contributions are made 
is the subject, which follows, for the 
most part: 

ke In computing net income, contribu- 
tions paid by an employer to a trust 
forming part of a pension, profit-shar- 
ing, or stock bonus plan, or under a 
plan for the purchase of retirement an- 
nuities are deductible even though the 
rights of employes to or derived from 
such contributions are not vested or are 
forfeitable at the time such contribu- 
tions are made, but only if certain stat- 
utory requirements are satisfied. Thus, 
under section 23 (p) (1) of the internal 
revenue code, as amended by_ section 
162 (b) of the revenue act of 1942, such 
nonvested contributions paid by an em- 
ployer in a taxable year beginning after 
Dec. 31, 1941, are allowable as deduc- 
tions only if the trust or plan meets the 
applicable requirements of section 165 
(a), and then only to the extent the 
contributions are ordinary and necessary 
expenses and are compensation for serv- 
Ices actually rendered by the employes, 
and only within the limitations provided 
In section 23 (p) (1) (A), (B), (C), and 
(F), subject to the exception provided 
In section 162 (d) (1) (C) of the reve- 
nue act of 1942. 


Vesting Employes’ Rights 


2. Under some conditions, the lack of 
provision for vesting the rights of em- 
ployes to or derived from the contri- 
butions may result in discrimination in 
favor of officers, stockholders, super- 
visors, or highly compensated employes 
or may disqualify the contribution as 
an ordinary and necessary expense or 
as compensation for services actually 
rendered, and so disqualify the contribu- 
tion as a deduction. Discrimination in 
favor of employes of such classes may, 
however, be prevented by other provi- 
sions of a plan or by the particular facts 
and circumstances of a case so that vest- 
ing of such rights is not necessary to 
meet the applicable requirements of sec- 
tion 165 (a) of the code and, where such 
requirements are met, within certain 
limits (set forth below), the contribu- 
tions may be considered as ordinary and 
necessary expenses and as compensation 
for services actually rendered and so al- 
lowable as deductions despite lack of 
such vested rights. 


Basis of Limitations 


3. In the case of a pension or an- 
nuity plan meeting the applicable re- 
quirements of section 165 (a) of the 
code, the limitations provided in section 
23 (p) (except the limitation provided 
Mm section 23 (p) (1) (A) (i) for certain 
taxable years, dealt with under para- 
fraph 4 of this mimeograph) are based 
On actuarially determined costs of the 


}Dlan. Ordinarily where a significant pro- 





portion of the employes nominally cov-theless be deducted under section 23 
(p) (1) to the extent of the limitations pensation of employes under the trust 
provided therein based upon reasonable or for whom retirement annuities are 
estimates and assumptions as to the cost 
of the benefits which, in accordance with year to which such limitation is appli- 
be a a ae yo cable will be considered as compensa- 
that, in i 


ered by the plan are likely to forfeit 
rights, in such determinations the effect 
of anticipated forfeitures is discounted 
or is limited by disregarding employes 
who are likely to forfeit rights. 
the effect of forfeitures is reasonably 


otherwise, contributions will be consid- 


ered as compensation for services actu- and formula for contributions or bene- 
the sum of such fits, upon 


ally rendered and, J 
compensation and other compensation 
is reasonable for the ‘services actually 


rendered, as ordinary and necessary ex- Pension or Annuity Plan 


penses, and the contributions will, ac- 
cordingly, be allowed as_ deductions 
under section 23 (p) (1) to the extent plan 
of the limitations therein provided based 
on costs determined in accordance with 
the applicable regulations. Thus, even 


though contributions may not be vested in 1942 and to the first taxable year 
ending within or with the first year of requirements of section 165 (a), the limi- 


in particular employes, they may never- 


Where the plan, 
employes. 


will actually 


It may be noted 
anticipated and limited by discount or order to comply with the foregoing re- 
quirements, there must be a definite plan other compensation is reasonable for the 


which such costs 
based and determined. 


require- 


applicable 
the limitation 


the plan or trust, is based on the com- 


purchased. Contributions in a taxable 


tion for services actually rendered and, 
if the sum of such compensation and 


services actually rendered, as ordinary 


may be and necessary expenses, and the contri- 


butions will, accordingly, be allowed as 
deductions to the extent of such limita- 
tion based on the compensation other- 
wise paid or accrued during such year 


4. In the case of a pension or annuity to the employes for whom beneficial 
meeting the 
ments of section 165 (a), 
provided in section 23 (p) (1) (A) (i), .- 
applicable to a taxable year beginning 5. In the case of a profit-sharing or 


interests are provided under the trust 
or plan in such year. 


stock bonus trust meeting the applicable 
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éué Provident Producers find eZ 
easier-lecause they're painting from 


LIFE INSURANCE: AIl modern forms from birth to age 
65. .Special plans for women and children... Sub- 


standard ... Life 


Income ... Optional Retirement... 


Double Protection. . . Salary Savings . . . Non-cancellable 
Disability combined with wide choice of life forms. 


/ 


DISABILITY INSURANCE: Lifetime Accident and Sick- 
ness... Non-cancellable Disability... Commercial Acci- 
dent... Monthly Premium ., . Franchise Disability Plans. 


* 


HOSPITAL INSURANCE: For individuals and family 
groups, ages 3 months to 64 years... Hospital Room 
and Board... Miscellaneous Hospital Expense... Sur- 
geon’s Fees... Medical Care. 
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“Guess I went to sleep-walking again last night, dear—Here’s a couple of 
signed apps!” 


Successful Selling Becomes a 
Habit With Bankerslifemen 


Thorough training under an intensively comprehensive sys- 
tem of schooling—with personal field supervision to translate 
theoretical knowledge into working experiences—gives each new 
Bankerslifeman the foundation for successful selling. 


Continuing advancement of knowledge of the business is also 
a direct result of the training program for Bankerslifemen . . . 
assuring the formation of “habit patterns” that make sales. We 
don’t know any sleep-walking Bankerslifemen, actually, but 
we'll wager they could sell in their sleep. 


These good selling habits help keep Bankerslifemen in bal- 
ance ... make them the sort of insurance underwriters you like 
to meet as friends, fellow workers, or competitors. 


Bankers /2/e COMPANY 


DES / MOINES 








GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 


> 


COMPLETE LIFE INSURANCE 
COVERAGE=— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 


_—s 


For Particulars Write Home Office —Address Since 1895 


431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 





tations provided in section 23 (p) (1) 
are based on the compensation of em- 
ployes or beneficiaries under the trust 
or plan. Contributions in a taxable year 
to which such limitations are appli- 
cable, if made and allocated in accord- 
ance with the definite formulas provided 
in the plan, will be considered as com- 
pensation for services actually rendered 
and, if the sum of such compensation 
and other compensation is reasonable for 
the services actually rendered, as ordi- 
nary and necessary expenses, and the 
contributions will, accordingly, be al- 
lowed as deductions to the extent of 
such limitations based on the compen- 
sation otherwise paid or accrued during 
such year to employes for whom bene- 
fits or credits are allocated under the 
trust from such contributions. 

6. The extent to which contributions 
paid before Sept. 1, 1942, to a trust or 
toward the purchase of retirement an- 
nuities for employes whose rights to 
or derived from such contributions are 
not vested or are forfeitable at the time 
such contributions are made may be 
allowable as deductions under section 
23 (a) or section 23 (p) of the code, or 
in accordance with section 162 (d) (1) 
(C) of the revenue act of 1942, will de- 
pend upon all the provisions and condi- 
tions of the plan or arrangement and 
all other relevant facts and circum- 
stances. 


Analyze War and 
Air Terms in 


Disability Forms 
By ROY ROSENQUIST 


While only 10% of life companies still 
have war clauses attached to their basic 
contracts, 96% of them have war re- 
strictions in their current disability 
clauses. In most companies the addi- 
tion of a war clause was a temporary 
measure; war restrictions in the disabil- 
ity clauses, however, have been a part 
thereof long before war was even ru- 
mored. 

When companies removed war re- 
strictions from their basic contracts 
along with the announcements went 
such statements as: “This action does 
not affect the limitations or exclusions 
contained in the disability riders except 
that for the purpose of these benefits 
the war will be considered to have termi- 
nated Sept. 2, 1945.” Other dates were 
used, some earlier, some later. 

In a study of disability provisions in 
211 companies, 78, or 37%, provide for 
termination of the agreement if the in- 
sured enters military or naval service 
in time of war. Men whose disability 
benefits were terminated may reinstate 
those benefits upon application, upon 
evidence of insurability, and usually upon 
payment of the increase in disability re- 
serves that the company would have ac- 
cumulated had there been no cessation 
of premium payments. Some companies 
do not reinstate the old clause, but issue 
the form in effect at the time application 
is made with rates at the attained age. 

Thirty-three companies (15.5%) sus- 
pend benefits during military or naval 
service in time of war. Here again no- 
tice must be given the company, but 
evidence of insurability is not required 
if the benefits are restored within the 
period named by the company. 

Ninety-two companies (43.5%) keep 
the disability clause in force, but do not 
cover disability resulting from service 
in the army or navy in time of war. 

Eight companies (4%) have no war 


—<—<—= 


restriction in their disability riders. 

Of the 211 companies studied, 179 
(80.5%) have aviation restrictions in 
their disability contracts. Disability from 
the following causes is not covered: 


No. of % of 
com- com- 
pa- Dpa- 


; nies nies 
Travel or flight in any kind 
of aircraft except as a 
fare-paying passenger in a 
licensed aircraft operated 
by a licensed pilot........ 51 24.0 
Same as above but flight 
must be over established 
Olt WOMIOR Se ses cose booess 31 14.5 
Same as_- preceding para- 
graphs but travel must be 
within the continental lim- 
its of the United States 
aS ee reer 2 1.0 
Travel or flight in any kind 
of aircraft operated by a 
licensed pilot over estab- 
lished air routes on a 
Scheduled air trip... 45 21.5 
Same as preceding para- 
graph but air route must 
be within the continental 
limits of United States and 


MMIEED. "65 ar ota-« clone ete acaiale shee 5 2.5 
Aviation, aeronautics, or 
aerial expeditions ........ 


7.0 

Disability resulting from the follom! 

ing causes is not covered in the num- 

ber of companies shown. Percentage fig- 
ure is taken to the nearest .5%. 


No.of % of 
com- com- 
° pa- pa- 
ies nies 
— self-inflicted in- 
cn A ere 86.5 
Participation in submarine 
BOVIGRTION oo oc es cece wa cae 32 15.0 
Ccmmission or attempt of an 
eesault or felony. ...sccce 30 14.0 
Insurrection or any incident 
OT RRS § RED ER ed ee! 8 13.5 
Riot or any incident thereof 27 13.0 
Attempted suicide. .. ccccses. 24 11.5 
Violation of law by the in- 
MRS 60a’ 5: ow ec tovacerclave neko 19 9.0 
Injury while on police duty 10 4.5 


Injury sustained while under 
the influence of alcohol or 
intoxicants or the habitual 
use thereof 5 

MOMOreER] GIBCABS 3... o.050 050% 4 2.0 

Travel or residence outside 
continental United States 
Ril (CARBGS..o.s. 6 cicickiecccvese 4 2.0 

Travel or residence outside 
continental United States 


and Canada in time of war 3 1.5 
Manufacture of explosives... 3 1.5 
Participation in underground 

i RPE er eee 2 1.0 
Causes not entirely beyond 

the control of the insured 2 1.0 
Resiating arrest. ..<.sssccec's 2 1.0 
Injury while under the in- 

fluence of narcotics ...... 2 1.0 
Injury intentionally inflicted 

by another person......... 1 5 
Taking of poison or inhaling 

of gas whether voluntary 

OF OUROPWI8S .iccccssscace 1 5 
Insanity or mental infirmity 1 5 
Kan. Candidates Visit Wichita 

WICHITA—Frank Sullivan, Law- 


rence, and James F. Gardner, Arkansas 
City, the two candidates for the Repub- 
lican nomination for Kansas commis- 
sioner, were in Wichita recently getting 
acquainted. Mr. Gardner, Northwestern 
National Life representative for sev- 
eral years, has been in the business since 
1932, starting in Wichita with Equitable 
Society. Mr. Sullivan was in the insur- 
ance business prior to 1923 and has since 
held numerous state political appoint- 
ments. 


Hemphill Oakland President 


A. D. Hemphill, Oakland manager of 
Equitable Society, has been elected pres- 
ident of the Oakland-East Bay C.L.U. 
Chapter. 
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Watch for Effects 
of OPA Death 
Upon Life Sales 


NEW YORK—Life insurance men 
interested in production are watching 
for possible effects of the discontinu- 
ance of OPA on the present high level 
of life insurance sales. In theory, if 
prices are permitted to find their own 
competitive level they will bring goods 
into the market which in turn will mean 
less money to put into life insurance 
premiums—less because prices will be 
higher and less because goods hitherto 
ynavailable will be on the market. 

Some life insurance people, however, 
feel that the type of man who buys life 
insurance is not going to pay fancy 
prices for overpriced goods, except, of 
course, where food and other necessities 
of life are concerned. 

If it should work out that money that 
would have been paid for new life in- 
surance is diverted to the purchase of 
overpriced goods and services, it is ob- 
vious that additional new prospects will 
be created arnong those businesses which 
are benefited by the removal of price 
ceilings. 

To date the volume of life insurance 
sales has shown no sign of even a sea- 
sonal recession. Not only does the 
volume continue at fantastic levels but 
the quality is exceptionally good. One 
large company, for example, has a cur- 
rent declination rate of only 2%. The 
high quality of business is considered 
surprising, for the declination rate is 
usually higher when business is excep- 
tionally plentiful or exceptionally scarce 
—though usually it is the worst when 
agents are scraping the barrel. 

The higher rejection rate when busi- 
ness is particularly good appears to re- 
sult from the agent’s getting so much 
business that he doesn’t worry about 
the prospect’s insurability. The busi- 
ness is easy to get, so he shoots the 
application through, hoping the man is 
insurable but not caring a great deal 
if he isn’t. In more normal times he 
would select his prospects more care- 
fully so as not to waste valuable time 
on those likely to be rejected. 





Royer Agency Mid-Year Meet 


The James M. Royer agency of Penn 
Mutual in Chicago held its mid-year 
meeting Monday with 25 full-time 
agents in attendance. The agency re- 
ported a gain of 118% in paid life vol- 
ume over the first six months of 1945. 

Talks were given by several members 
of the Quarter Million Dollar Club who 
had just returned from a company con- 
vention at Murray Bay, including 
Stearns Agar, Gerard S. Brown, Glenn 
D. Commons, John Freeman, Bob Lotz 
and Eleanor Y. Skilling. 





Occidental’s 40th Anniversary 


Occidental Life of California is ob- 
serving its 40th anniversary month. In- 
corporated June 30, 1908, it started to 
write business the following August. 
At the end of 1906, Occidental had sold 
$602,000 of life insurance, and had assets 
of $125,508. As of Dec. 31, 1945, in- 
surance in force was $1,030,287,978, with 
assets of $147,732,948. In this anniver- 
sary year the company has each month 
broken production records, paying for 
between $15 million and $20 million of 
ordinary each month. 





Honor Fowler’s 25th Anniversary 


Thirty-five representatives of Pacific 
Mutual Life attended a dinner at Cedar 
Rapids, Ia., in honor of C. H. Fowler, 
general agent there, who celebrated his 
25th anniversary in life insurance. 
Thomas Young, field director Order of 
Railway Conductors, spoke on “Insur- 
ance and America.” The dinner marked 
the end of a contest in honor of Mr. 
Fowler. Ray Westfall had the largest 
volume and L. B. Curry the largest num- 
ber of sales. 





Defer Zone 4 A. & H. 
Action Until Sept. 


At a conference in Detroit Tuesday 
between Commissioner Forbes of Michi- 
gan and committees from the health and 
accident organizations in regard to the 
requirement set up by Zone 4 last March 
for complete breakdown of loss ratios on 
various types of accident and health poli- 
cies, retroactive to 1942, further action 
was deferred until the Zone 4 meeting to 
be held in September, as it was felt that 
a wider representation of the commis- 
sioners was necessary to give proper 


consideration to the subject. Pearson of 
Indiana was the only commissioner, 
aside from Forbes, in attendance at the 
Detroit conference. 

There was no suspension of the order 
already issued, requiring such reports for 
next year, which will stand unless re- 
voked or modified at the September 
meeting. 

The bureau was represented at the 
meeting by J. F. Follmann, Jr., manager; 
Theodore Schwartz, Standard Accident, 
and A. B. Hvale, Continental Casualty. 
Representing the conference were Har- 
old R. Gordon, managing director; E. A. 
McCord, Illinois Mutual Casualty, presi- 


dent; R. J. Wetterlund, Washington 
National; C. O. Pauley, Great Northern 
Life; Jarvis Farley, Massachusetts In- 
demnity, and John Panchuk, Federal 
Life & Casualty. 





Poggenburg N. Y. Federation V.-P. 


Robert H. Poggenburg, secretary of 
the Valentine, Ittner, Poggenburg 
agency of Brooklyn, has been appointed 
vice-president of the knsurance Feder- 
ation of New York to take the place 
left vacant by the death of Robert F. 
Smith of Watertown. 





DEZSO GARAY, 


The Leading Agent in Paid 
Business During the Month 
of May. 


CLARIS ADAMS 


President 
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FRANK L. BARNES 
Vice President 
Director of Agencies 
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The MAN of the 


N Td 


I will soon celebrate my 22nd year with the Ohio 


State Life. Its excellent leadership and management; 


its enviable reputation for fair and just treatment of 


policyholders, beneficiaries and field men has caused 


me to love my Company. 


Perhaps the greatest reason for my success is that I 


love this business. I have seen life insurance in action. 


It guarantees food, clothing, shelter and security 


when the unexpected happens. It guarantees a life 


income at retirement time. Whether you die too soon 


or live too long, life insurance stands ready to provide 


the necessities of life. Combine this appealing story 


with a keen desire to deal with your fellow men and 


success is yours in this great business of ours. 


WA 


Dozs0 Garay 
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we U.S. Health Bill Nutt Production 
_ Has No Chance Manager for Todd 
7 7 Halbert L. Nutt, associate director of 
at This Session the school of life insurance marketing 

W ASHINGTO N—Congressional at Purdue University, has resigned effec. 
hearings on health insurance legislation 
may conclude this week, it was an- 
nounced, after testimony of three mem- 
bers of Congress. They were Represen- 
tatives Biemiller, Wisconsin; LaFollette, 
Indiana, and Fisher, Michigan. 

These hearings have been in progress 
several months, and while passage of 
health insurance legislation is not ex- 
pected at this session, the Senate com- 
mittee on education and labor has com- 
piled a very extensive record of testi- 
mony, exhibits, statistics, reports and 
other data, including various voluntary 
health, medical and hospitalization insur- 
ance legislation. 


Political Drift Is Main Factor 
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IN THE FOREFRONT 


We endeavor to be in the fore- 
front in the training and edu- 
cation of our Field Force, all 
of whom are full-time career 































underwriters. 





Schools are one indication of 
this leadership. 20 Home Oftice schools 
were held during 1945 with an attendance 
of 400, and four similar schools have just 
been completed, which in addition to six 
schools for General Agents gives a total of 
10 schools held during the first six months 
of this year. . 


In short, we have held 30 Home Office 
schools in the past 18 months with a total 
E attendance of approximately 600. We ex- 
pect to hold several more during this year. 


It is believed by insurance observers 
here that this may depend largely upon 
the results of the November election. If 
there is a landslide in the direction of 
the Republican party conservatism, it is 
believed compulsory national health in- 
surance will be pigeonholed. If not and 
if the Democratic-New Deal party con- 
trols the next Congress, the attempt to 
secure enactment of such legislation is 
expected to be renewed. HALBERT L. NUTT | 

The social security revision bill de- i 
cided upon by the House ways and_ tive Sept. 1, to become production man- | 
means committee has been introduced ager of the John O. Todd agency of | 
by Chairman Doughton and recom- Northwestern Mutual in Chicago. The 
mended by the committee to the House. agency, starting from scratch in March, 
Word was awaited from the House rules 1944, now numbers 15 agents, six of 
committee as to when the measure would whom have attended the first two ses- 
be considered in the House. It was sions of the Purdue school. Mr. Nutt 
hoped, this week. ~ will expand and develop the training of 
the agency. 

Mr. Nutt is a graduate of Baylor Uni- 

Doughton says he hopes Congress will versity and a native of Texas, and was 
pass the bill before adjourning for the first employed by the Southwestern Life 
summer. He said he has “told Seaator of Dallas. His home office experience 
George (chairman Senate finance com- was in the actuarial and policy change 
mittee) we would get a bill over to the departments, and for a year and a half 
Senate as soon as we could and that the he was associated with Ben H. Williams 
Senate could add to it or take from it in the company’s sales training depart- 
and it would be all right with us.” ment. In 1941 he was a field man for 

To newsmen, this sounded like an in- Southwestern Life, in the Dallas agency. 
vitation for amendment to a Senate, In November of that year he went with 
which has never been backward about the National Underwriter Company in 
writing its own ideas into legislation Cincinnati as associate editor of the Dia- 
passed by the House. mond Life Bulletins. In this capacity, 

Principal provisions of the House bill she did research in the developing of 
touching OASI recommended are: (1) training programs for several companies 


4 
‘ increase of the tax upon employers and and contributed to the editorial depart- 
| EMULE TLL satsloves from 1% to 10 toc fee “tuemt ofthe. L. 8 Aan Gee | 


a_i © Ycteransand dependents for three Seace lieutenant last November 1, having seen 


after the veterans’ discharge, on the basis service in all theaters of operation, and 

of $160 a month during military service. became associate director of the school 

of life insurance marketing at Purdue 

University. As a member of the insur- 

Lesti Heads Service Department — — = Purdue, under A. R. 

* i 26 : Sa aqua, he had an opportunity to pioneer 

tion: Why does everyone praise Poss sola pro peli ——- in ‘ new field of sales training, a mar- 
wes > 


ITY? nd pee i pep ene _ keting course offered for the first time 
BALTIMORE HOSPITAL panded Fy petty oe service depart- 1}. an institution of higher learning. 
mg ors Lesti has had long experi- “Mr. Nutt has spoken before numerous 
ence in insurance, having served as sec- mR P 
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This is just another example that 
this is a growing, progressive 
organization 


"™ Poul Revere 


LIFE INSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 


J. Harry Woop, Executive Vice President 


Invites Senate Amendments 
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ears . ssociati ny meet- 
Because, for more “ae —— ‘ real retary and assistant to a number of out- a rs ae 
—— Baltimoreans have been making standing Provident Mutual general 8s ’ 7 
b effort to live UP to the gracious agents, then as assistant agency office 
f+) : 


blished by manager, and finally as cashier in charge 
- ; - of the greater New York premium of- 
[ the Cavaliers. fice. In these capacities he has handled Virgil A. Clayton has been named 

new business production, agency prob- Pittsburgh agency manager of American 


lems in underwriting, and various phases United Life. He formerly was with Con- 
| | Qa" of policyowner service. necticut Mutual Lite at Pittshureh: 
MEAARRED 


Amer. United Life Names Clayton 


reputation esta 











The Lord Baltimore Hotel, Baltimore’s largest, Cc oO M P L & T E 


always has upheld this tradition. 700 comfortable 
rooms . . . all the facilities and services that E I N 
r 





travelers expect . . . and a genuine willingness 
to please each guest . . . have made it “Host to 
Most Who Visit Baltimore.” SERVICE 
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In applying the principles 
of TWI (Training Within 


Industry) to our own “You, 


Inc.” training course, we at 
Cal-Western 


tling discovery: that there’s 


made a _ star- 
a difference between train- 


ing and teaching. 


You can explain to a new 
agent, for example, the dif- 
ference between Ordinary 
Life and 20 Year Endow- 
ment. But you aren’t sure 
he’s “getting it” unless he is 
able to tell you back! When 
he can do that, then YOU 
know HE knows. Only thén 


are you teaching and train- 


ing. 


This procedure takes a 
little longer at the beginning 
—but it 


worry and misunderstanding 


saves hours of 
in the overall training pro- 
gram. It’s a principle of 
TWI that anyone can use 
profitably—even though he 
may not be familiar with 


the entire TWI method. 
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See New High for 
Women’s Quarter 
Million Round Table | 


Membership in the Women’s Quarter | 
Million Dollar Round Table of the Na- | 
tional Association of Life Underwriters | 
this year is expected to reach an all- 
time high, according to Eunice C. Bush, 
Mutual Life, Baton Rouge, chairman. 
Mrs. Bush states that more than 40 
women have already qualified for the 
1946 round table. 


Aug. 15 Is Closing Date 


The closing date for filing applications | 
for membership in this year’s round 
table is Aug. 15. Requests for applica- 
tion forms and additional information 
should be addressed to Mrs. Eunice C. 
Bush, P. O. Box 305, Baton Rouge, La. 

Some interesting plans are being de- 
veloped for the round table annual meet- 
ing at the Hotel Statler in Cleveland 
Sept. 10. The group’s executive com- 
mittee, composed of Mrs. Bush, Ruth 
M. Kelley, Manhattan Life, Detroit; 
Cora Hartwig, Connecticut Mutual, Los 
Angeles; Cecilia R. Howard, New York 
Life, Buffalo, and Hermine R. Kuhn, 
Manhattan Life, New York, will meet 
in New York July 27 ‘to complete ar- 
rangements for the meeting. 

The committee on nominations which 
will present a slate at the meeting in- 
cludes Mrs. Bush, chairman; Elma 
Easley, California-Western States Life, 
Portland, Ore.; Helen B. Rockwell, Na- 
tional Life of Vermont, Cleveland; 
Berenice Meistroff Eichenbaum, Guar- 
dian Life, Kansas City. 


Rules for Membership 


An applicant for membership in the 
Women’s Quarter Million Dollar Round 
Table must certify that she is a mem- 
ber of the National association in good 
standing and that she has paid for $250,- 
000 or more of regular life insurance, ex- 
cluding any brokerage business placed 
in her name by another agent. Volume 
credit allowed will be as follows: Single 
premium annuities, 1% times the 
amount of the deposit; annual premium 
deferred annuities, 30 times the annual 
premium; group life insurance, a 20% 
credit for group volume, provided that 
the total volume credit shall not exceed 
in any one year $50,000; joint business, 
only the proportion on which the pros- 
pective member receives the full first 
year and renewal commissions. The 
volume of single premium and annual 
premium deferred annuities and group 


insurance separately and_ collectively 
cannot exceed 60% of the qualifying 
credits. 





C. L. U. Institute List Completed 


In the story on the C.L.U. Institute 
at the University of Connecticut, which 
appeared in‘last week’s issue, the names 
of some who took the course were unin- 
tentionally omitted. They are R. E. 
Flint, John Hancock, St. Louis; G. E. 
Johnson, Teachers; Charles Lindner, 
Prudential; John Luther, Aetna Life; 
John A. McNulty, Prudential, New 
York; G. Y. Murphy, Metropolitan, 
Fall River, Mass.; H. Martin Nunnelley, 
Massachusetts Mutual, Nashville; Ellen 
M. Putnam, National Life, Rochester, 
and Mildred Ten Brook, Berkshire Life, 
Detroit. 

The above students were each asked 
by THE NationaAL UNDERWRITER for a 
brief comment on what the course had 
meant to them but because of space lim- 
itations these comments had to be omit- 
ted and the names were inadvertently 
left out of the list of those attending. 





U. S. Chamber Names Jacobs, Lee 


WASHINGTON — Carl N. Jacobs, 
Hardware Mutual Casualty, Stevens 
Point, Wis., and Laurence F. Lee, Pen- 
insular Life, Jacksonville, Fla., have 





been named to the executive committee 
of the U. S. Chamber of Commerce. 


“Many a treasure besides Ali Baba’s 
is unlocked with a verbal key.” 





va 


fr 7 ‘ d ) 
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We agree, Doctor Henry Van Dyke, for a smart piece 
of sales literature has often proved to be the verbal 
key to unlock a life insurance case. But the difficulty, 
Doctor, has always been that the agent has never had 
a key ring which would permit him to pick the proper 
sales tool at the proper time. 


Today that problem is licked. In every Union Central 
agency there is now a complete Index of Sales Promo- 
tion Material, compiled and arranged to enable every 
Manager and Agent to select QUICKLY just the right 
sales aid for a specific purpose. For in this book is 
concise but comprehensive information on the 183 
different printed sales tools which are helping Union 
Central agents build a new production record in 1946. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 


* 
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EDITORIAL 


COMMENT 





No Rubber Stamp Wanted 


Superintendent Dineen of New York, 
carries with him as president of the 
National Association of Insurance 
Commissioners his resistance to what 
he characterizes as “rubber stamp” be- 
havior on the part of public officials. 
In his own domain Mr. Dineen insists 
on prying beneath reports and docu- 
ments and filings of insurers and or- 
ganizations and conducting independ- 
ent inquiries to test the validity of what 
is submitted to him. He peers into 
everything of important nature that 
reaches his office or has it investigated. 
He takes little at its face value. 

Too often state commissioners are 
prone to accept and endorse even impor- 
tant documents with little scrutiny, tak- 
ing it for granted that they represent cor- 
rect policy. Mr. Dineen does not feel that 
way, he says; he wants to know who 
is who and what is what. 

At first Mr. Dineen’s attitude seemed 
harsh and forbidding, but as he has 
matured and is better able to evaluate 
motives of insurance men and has dis- 
covered that those who come before 
him but rarely are trying to pull the 
wool over his eyes, his policy has be- 
come somewhat moderated. 

Nevertheless Mr. Dineen continues 
to hold to his purpose to abolish the 
rubber stamp and that introduces a 
new note in insurance supervisorship. 
He wants more efficiency, he desires to 
have the commissioners feel their re- 
sponsibility and he thinks that, after 
all, if the federal government gets into 
regulation of insurance, it may be due 


to the fact that the state system has 
fallen down for lack of effective han- 
dling. He is a strict believer in state 
supervision because he thinks that, 
after all, it has made a good record. 

It would seem that the National As- 
sociation of Insurance Commissioners 
may have started on a new era with 
the policy in mind that is represented 
by Superintendent, Dineen. If, there- 
fore, more efficiency, fortitude and a 
greater knowledge of what is going on 
can be put behind the state system, 
undoubtedly we will see a distinct im- 
provement. We believe that the com- 
missioners, themselves, desire to do the 
right and to make a record. There may 
have been carelessness, indifference and 
spotty supervision here and there, but 
the omens in the sky are now far 
more favorable toward a more aggres- 
sive state control and a desire to see 
laws and rules maintained. 

So far as we can see, the three rank- 
ing officers of the National Associa- 
tion of Insurance Commissioners are 
progressive and axioms to put state 
supervision on a solid and effective 
basis. Certainly Superintendent Di- 
neen has manifested his spirit in this 
direction. Thompson of Oregon, the 
vice-president, is made of the same 
mold and Larson of Florida, executive 
committee chairman, has the confidence 
of the péople throughout his section 
as being a man who means what he says 
and wants the insurance business in 
his state carefully looked after. They 
constitute a most promising team. 


Where the Papers Need Enlightening 


One of the points brought out at Con- 
necticut Mutual Life’s recent centennial 
celebration was that its policy, from its 
earliest days, was to find reasons for 
paying borderline claims rather than for 
avoiding paying them. With the growth 
of life insurance and the institution’s in- 
creasing consciousness of its moral as 
well as legal obligations ‘this attitude 
has become more and more characteris- 
tic of companies in general. 

Unfortunately, some of the credit com- 
panies earn for acting in a broad-gauge, 
unselfish way can be lost through dis- 
torted publicity about the few cases 
where companies must resort to the 
courts because a policyholder’s or bene- 
ficiary’s claims are such that even an 
ultra-considerate conapany cannot, in 
justice to its other policyholders, honor 
them. Usually there is no intentional 
distortion in these news stories. The 
typical item tells the individual and the 


company involved and a little about the 
case—ordinarily so little that the impres- 
sion given the casual reader is that a 
big insurance company is taking advan- 
tage of its size and wealth to avoid 
what appears, from the news item, to be 
a perfectly clear obligation. 

What rarely appears in print is that 
an unprecedented situation has come up 
and the company is interested not in 
avoiding payment but in determining 
whether it is legally obligated to pay— 
in fact whether it can properly pay with- 
out the risk of being called on the 
carpet by the insurance department or 
watchful policyholders. Or it may be 
that the claimant is a crackpot who is 
making outrageous demands on_ the 
long chance that the company and the 
courts can be talked into going along 
with him. None of this usually comes 
out in the newspaper accounts. 

So rarely does a life company oppose 


a claim merely to keep money from go- 
ing out of the cash-box that it would be 
a pretty safe rule to assume that every 
case of litigation between a company 
and a policyholder or beneficiary is due 
to either a very unusual situation which 
the company feels the courts should 
interpret or that an unwarranted de- 
mand is being made which the company 
would be remiss to allow. 

Perhaps it would be well to see that 


in all litigation the background is sup- 
plied to the newspapers and wire sery. 
ices that may carry the news. There 
would not be any great difficulty about 
this but unless somebody takes the re. 
sponsibility for doing it the newspapers 
will go on carrying accounts which by 
their omission of important considera- 
tions will unintentionally put the com- 
panies in the light of seeking to shirk 
their obligations. 


Putting the Brakes on Inflation 


Life insurance men have been very 
much interested in news commentators 
who give advice as to checking inflation 
and counsel people not to compete 
among themselves for things that are 
not really necessary. A buyers strike 
would be very helpful in this country, 
and there seems to be developing a 
strong tendency to walk out of a store 
rather than pay dearly for junk goods. 


If people would only buy what is re. 
quired prices would adjust themselves 
accordingly. Therefore the commenta- 
tors say that it is a good time to save 
money, to buy annuities, to take out 
life insurance, to enlarge the savings 
bank accounts, etc. Money thus saved 
tends to curb inflation. Life insurance 
men are using these arguments to ex- 
cellent advantage. 








PERSONAL SIDE OF THE BUSINESS 





Claris Adams, president Ohio State 
Life, has been reelected first vice-presi- 
dent of the Columbus Chamber of Com- 
merce. 

James R. Williams, treasurer of West- 
ern & Southern Life, has returned to 
his desk after 5% years in the army, 
most recently as a major in _— 


He is the youngest son of C. F. Wil- 
liams, president. 
Harold C. Rose, special agent of 


Northwestern Mutual Life, New York, 
has attained life membership in the Mil- 
lion Dollar Round Table, with sales in 
excess of $114 million as of the first 
quarter of the current year. Mr. Rose, 
who is also a member of the bar, ac- 
counts for his present volume largely 
on the basis of an investment approach. 
This approach he bases on the ever- 
changing cycle of the purchasing power 
of the dollar, particularly effective at 
this time when so many individuals are 
enjoying substantial profits in the se- 
curities’ markets. Mr. Rose’s normal 
sales activity consists of estate analysis 
work and a tax approach generally. He 
was formerly with the City Bank & 
Farmers Trust Co. in trust solicitation 
work. 

Henry F. Chadeayne, vice-president 
and comptroller General American Life, 
has been reelected president of the So- 
cial Planning Council of St. Louis, co- 
ordinating agency for more than 150 
organizations in St. Louis and St. Louis 
county engaged in health and welfare 
work. 

For the third time, Samuel B. Love, for 
many years manager at Richmond for 
Mutual Life, now living in retirement at 
Charlottesville, has become a _ great- 
grandfather. 

Lt. Col. Maurice R. Smith, a regional 
supervisor for Kansas City Life, has 
been awarded the Legion of Merit “for 
exceptional meritorious conduct” in or- 
ganizing and directing “reassignment of 
returned combat crews, preparing per- 
sonnel for return to civilian life, separa- 


tion center and regular army recruiting.” 
Col. Smith went on inactive duty late in 
June after serving four years with the 
AAF. He was stationed at Kansas City 
as supervisor of the aviation cadet ex- 
amination board for the 7th service com- 
mand during most of his service. 


Paul Jernigan, Penn Mutual general 
agent, has been elected president of the 
Wichita Lions Club. 


Johnson Hill, president of Atlas Life, 
was an unsuccessful candidate for gov- 
ernor in the Democratic primaries in 
Oklahoma. 


Nearly 500 attended a testimonial din- 
ner in St. Louis for O. L. Lancaster, 
Negro life insurance man who in 12 
years has sold $1,200,000 in ordinary life 
insurance. Heis manager there of At- 
lanta Life. 


J. C. Higdon, president Business Men’s 
Assurance, Gerald J. Smith, Kansas City 
manager of Phoenix Mutual Life and 
president of the Kansas City Life Un- 
derwriters Assn., and J. Frank Trotter, 
Kansas City manager of Mutual Life, 
were participants in a recent radio broad- 
cast at Kansas City. They discussed the 
benefits of life insurance. 

Stanley V. Jacobson, assistant counsel 
of Northwestern Mutual Life, has been 
elected vice-president of the Milwaukee 
Junior Chamber of Commerce. 


DEATHS 


Arthur E. Fisher, superintendent of 
insurance for Saskatchewan for more 
than 32 years, died suddenly of heart 
trouble following a major operation. 
Mr. Fisher retired Jan. 1 as Saskatche- 
wan superintendent. 

Adolph D. Engelsman, 81, pioneer 
Oltahoma City life insurance man, died 
there after an illness of several months. 
He was state agent for Equitable So- 
ciety from 1908 to 1924, when he re- 
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turned as general consultant. He had 
been active in civic affairs and was for- 
merly president of the Oklahoma City 
paseball club. 

William R. Perry, 71, former division 
manager for Prudential, died at his 
Maplewood, N. J., home. A native of 
England, Mr. Perry joined Prudential 
in the home office in 1895. He first be- 
came manager of a company division 
in 1908, serving as manager of several 
others in succeeding years. Mr. Perry 
retired in 1944 as division F manager. 

James E. Van Hook, 51, former dis- 
trict manager of Penn Mutual Life in 
Richmond, who retired in 1928, died 
there. 

Charles J. Lee, 69, district manager of 
Equitable of Iowa, at Williambsurg, Ia., 
died at his home following a heart at- 
tack. 

W. B. Scroggie, formerly agency man- 
ager at Dallas for Bankers Life of Iowa, 
died in Fort Worth. Funeral services 
were held in Fort Worth, with burial in 
Michigan. He joined Bankers Life in 
1936 as manager at Dallas and held that 
position until he moved to San Angelo 
in 1942. 

John D. Hogshead, 75, editor of the 
“Insurance Almanac” since 1937, died 
at his home in Jamaica, L. I. He started 
in the business with THE NATIONAL 
UNDERWRITER as reporter and ad- 
vertising solicitor, In 1910 he took 
charge of the “Insurance Herald” in 
Atlanta. Later he was manager and as- 
sociate editor of the Baltimore Under- 
writer,’ then went with the New York 
“Journal of Commerce” in charge of 
insurance advertising. In 1929 he went 
with the “Weekly Underwriter” as an 
advertising solicitor. Burial will be at 
Camden, 

William G. Hayes, 60, assistant actu- 
ary of the Virginia department, died sud- 
denly of a heart attack. He had been 
with the department for 15 years. 








Blair Heads Nashville Managers 

New officers of the General Agents & 
Managers Association of Nashville are: 
President, E. H. Blair, Bankers Life; 
vice-president, Starkey Duncan, John 
Hancock; secretary-treasurer, H. Fer- 
rell Shipp, Fidelity Mutual; directors, R. 
G. Williamson, Union Central; Bobby 
Reese, Life & Casualty; Thomas G. 
Harrison, New England Mutual, and R. 
B, Streigel, Provident Mutual. 


Columbus Chapter Elects 

David B. Westwater, Connecticut Mu- 
tual Life, has been elected president of 
the Columbus, O., C.L.U. chapter. 
W. McDougall, Mutual Benefit Life, is 
vice-president and E. P. Tice, Jr., Mid- 
land Mutual, secretary. 


C.C. Martin Back 
to Great-West as 
Supt. of Agencies 


Charles C. Martin has been appointed 
superintendent of eastern agencies of 
Great-West Life, with headquarters at 
Toronto. He was formerly manager of 
the Toronto King street branch, which 
he opened in 1932 and successfully man- 
aged for five years. Since 1937 he has 
been superintendent of agencies North- 
ern Life of London, Ont. 

Mr. Martin has been chairman of the 
agency section of the Canadian Life In- 
surance Association and active as an ex- 
ecutive of the former Association of Life 
Agency Officers of U. S. He is immedi- 
ate past president of the London Kiwa- 
nis Club. He is an outstanding speaker. 





Two Assistant Managers 


in Georgia Appointed 

ATLANTA—Two new assistant state 
managers have been appointed by the 
Equitable Society, associated with Henry 
C. Johnson, Georgia manager. They 
are Charles B. Fisher and James B. 
Ramage. Both recently returned from 
service with the armed forces. 

Mr. Fisher attended Duke University 
and is past president Atlanta Duke Uni- 
versity Alumni. He has been with 
Equitable since 1929, with the exception 
of three years’ service in the navy. He 
is a scoutmaster in the Boy Scouts and 
past president Atlanta Scouters Club. 

Mr. Ramage, graduate of Georgia 
School of Technology, joined Equitable 
after graduation in 1937, and then served 
five years in the army, mostly in the 
European theater. He was awarded the 
Bronze Star and French Croix de 
Guerre, and was a lieutenant colonel. 


Washburn New President of 


Hartford Association 

HARTFORD—C. A. Washburn, man- 
ager of Metropolitan, was elected presi- 
dent of the Hartford Life Underwriters 
Association at the annual meeting. He 
has been with Metropolitan for 20 year 
and is membership chairman of the 
Connecticut association. 

Other new officers are: first vice- 
president, C. K. Oaks, Phoenix Mutual; 
second vice-president, D. B. Wells, 
Northwestern Mutual; secretary, P.” R. 
Stewart, Travelers; treasurer - assistant 
secretary, K. R. Stremlau, New England 
Mutual. 

J. T. McCance, Aetna Life, retiring 
president, reported membership is above 
300, an all-time high. 
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‘iT'S FOR THE RETIREMENT JNSURANCE CHECKS WHICH 
WE'VE BEEN GETTING FOR THREE YEARS.” 








To be of any use to brokers, a service must be 
practical. Brokers like Connecticut General service for just that 
reason. It comes from men who know brokers’ and clients’ prob- 
lems . from men who know how to work with the broker. 
Then too, this service brings the broad facilities of the Connecticut 
General organization for handling all forms of life, accident, health 
and retirement plans, both individual and group, to meet personal 
or business needs . . and also the consultation service of 
Connecticut General’s Advisory Bureau. 


It’s worth investigation. A Connecticut General brokerage 
specialist is ready to be the EXTRA man in your organization. 
Call him at your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN - 


LIFE INSURANCE. ACCIDENT ANO 
HEALTH INSURANCE. SALARY 
ALLOTMENT, INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 








WANTED 
REGIONAL GROUP MANAGER 


Large nationally known insurance company offers unusual 
opportunity to a Group Sales Specialist who qualifies for its 
Pacific Coast Regional Group Managership with headquarters 
in San Francisco. 


The company wants a man with extensive successful Group 
selling experience for this sales-management position. Good 
salary plus production bonus plan. 


All replies will be treated with strict confidence. Our men 
know of this ad. Address Box G-69, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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Benson Offers 
Six Insurance 
Selling Ideas 


CLEVELAND-—Speaking before the 


Cleveland Life Underwriters Associa- 
tion, Judd C. Benson, Cincinnati gen- 
eral agent of Union Central Life and 
N.A.L.U. trustee, gave six selling ideas. 

First, he counseled, think the case 
through. Ask yourself if you would be 
willing to pay an attorney $500 on a 


$10,000 suit if he appeared in court with 
the same amount of preparation you 
gave to your last case? Yes, $500 is 
what is paid on a $10,000 case in first 
commissions and renewals. 

Second, ask yourself if you have com- 
mitted the prospect to the amount you 
have suggested or to any amount? We 
must convince him first that he has 
this need. 

Third, have you reconciled his needs 
to his ability to pay? If not, it may 
be a waste of time. 

Fourth, have you determined on a 
central theme? A survey discloses that 
84 out of 100 policyholders said they 
bought their policies for one reason. 
So pick out one big reason why the 
prospect should buy. 

Fifth, have you put down all the ob- 
jections that the prospect may make? 
Anticipate these objections and bring 
them up before he has a chance to raise 
them. It will keep you out of argu- 
ments. 

Sixth, have you prepared a motivating 
close? 
tional point, 
tion. 


Mr. 


and this requires prepara- 


Benson suggested as a means of 
arresting attention to ask the prospect 
what he would do if the Secretary of 
the Treasury sent in his card and asked 
if he might see him about taxes. The 


It is best to close on an emo-. 


prospect would, of course, see him. And 
he might well be told that the Secretary 
would make it hard for the heirs and the 
estate. But you as an insurance man 
can offer an alternate plan in which you 
may give a 20% reduction in these taxes, 
and this amount can be amortized over 
a period of 10 years. And if the pros- 
pect dies in that period, all taxes will 
be erased. That is what insurance does. 

Men of money between the ages of 
45 and 60 often wish they had bought 
more insurance when younger but now 
consider themselves past the buying age. 
They can be approached from the stand- 
point of insurance as a valuable instru- 
ment for the distribution of wealth. 

Mr. Benson recommended that the 
agent aim to talk to at least one man 
each day that he has never talked to 
about insurance before. 


By Planning Agent 
Can Make Boom 
Permanent State 


There is a good deal of speculation as 
to how long the present boom in life in- 
surance sales will last, but far more im- 
portant to the individual agent is how 
long can he make it last for himself, 
Eric G. Johnson, vice-president of Penn 
Mutual, declared at the recent educa- 
tional conference of that company. 

While profiting from this golden era, 
the agent should take a look ahead. He 
should review his long range prospect- 
ing. It would be worthwhile to con- 
centrate on prospecting alone a half day 
each week. That’s only 10% of the time 
for that part of the business which has 
been called 50 to 90% of the agent’s job. 

“It would be worthwhile to plan to 
meet One new person each day, that is, 
five to six people a week. Tomorrow’s 
business will come from people you will 





know then. You will know them well 
enough to do business only if you have 
met them previously. Add at least 125 
more new folks to your prospect list in 
the coming six months, people you never 
knew before, but will in January, 1947. 
Keep in mind that as automobiles, radios 
and deep freezers roll off the belt line 
competition for the customer’s dollar 
increases, but it needn’t find the agent 
unprepared,’ Mr. Johnson said. 


Complacency Big Danger 


The greatest danger in the business is 
complacency and the type of thinking 
which says, “Oh I’m doing all right.” 
The agent who says, “I figure every 
hour is worth twice as much to me to- 
day, and I’m going after it,” is the kind 
who will write the business, he said. 

There is no substitute for energy out- 
put. Life insurance is a business which 
demands complete and unconditional 
surrender to its service! 

“There are victories still to be won 
and one of the most important will be 
with ourselves. If we are prepared for 
meeting the coming competition, we will 
be equipped to carry on toward victory 
for security, including security for wid- 
ows who live, security for men who live, 
security for children who live,” Mr. 
Johnson concluded. 





Recommends Juvenile Sales 
us Confidence Booster and 
Good Career Starter 


Selling juvenile insurance as a stimu- 
lant between big cases or during a let- 
down, was suggested by Robert W. Mc- 
Williams of the E. L. Reiley agency, 
Cleveland, at the Penn Mutual Life vic- 
tory conference at Murray Bay, Can. 

Mr. McWilliams pointed out that not 
only are juvenile policies stimulating, 
but they need not be inconsequential. A 
lot of them can be sold in a short time 
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Capital & Surplus Funds are more than 11% 


CENTRAL LIFE 


INSURANCE COMPANY OF ILLINOIS 
ALFRED MACARTHUR, PRESIDENT 


July 1, 1946 


I sg a cp accacstesdeccresetvdeeress bt} ieneeeeeeeeeeeee 
Capital & Surplus more than....................-seee002+++-8 2,750,000.00 
Insurance in force more than...............cececeecsececeee o$125,000,000.00 


If you are a live wire and capable of 
handling men and territory a top 
notch contract is available 


of policy reserves. 


Founded 1905 








and they have the added benefits of 
producing a prospect for life starting 
at age one. 

With those parents who are already 
policyholders, Mr. McWilliams follows 
the practice of sending out congratula- 
tory cards and following up shortly af. 
ter the wife leaves the hospital. He 
noted that it might be beneficial if 
deferred premium for young fathers 
were inaugurated, in order that they 
may take care of the hospital bill be. 
fore adding financing of their children’s 
insurance. 

Another fine field are high school stu- 
dents about to graduate. Mr. McWil- 
liams said that’ this makes an excellent 
graduation present and the policy can 
benefit the student in that it may be 
used to safeguard a loan needed in his 
later years in college. 

Juvenile insurance is an excellent way 
for a new agent to begin, he declared, as 
it is relatively easy to sell and enables 
the new man to establish confidence in 
himself. The new man thus can sell 
nearly every day, no matter how small 
the policy may be, and he sets up a 
list of prospects and leads that will last 
him through his career. 





Equitable Refunds 82% 
of Group War Account 


NEW YORK—Completion of a divi- 
dend refund totalling $1,362,000 to com- 
panies holding group life cover with 
Equitable Society and which had con- 
tinued the payment of premiums on 
those employes who had entered the 
armed services during the war is an- 
nounced. 

The refund amounted to slightly more 
than 82% of the premiums paid by the 
companies on employes in war service. 
Equitable voluntarily shouldered the ad- 
ministrative expense involved. 

During the war years Equitable had 
set aside, in a special fund, premiums 
paid by group policyholders on _ those 
employes in uniform. Payments because 
of death to those so insured were made 
out of that fund and amounted to slight- 
ly less than 18% of the special account. 
Altogether 205 claims were paid for 
$300,000. 

The corporation hardest hit by such 
deaths sustained a loss of 96 of its em- 
ployes. Te second hardest hit sustained 
a loss of 29 and the third 16. 


Triple Beasley Anniversary 


Mrs. Theo. P. Beasley of Dallas had 
good reason to visit her husband in his 
presidential office at Republic National 
Life the other day, as that marked their 
silver wedding anniversary, his birthday, 
and the 25th anniversary of his entrance 
into the life insurance business. She 
joined him in acceptance of a huge vase 
of flowers from his business associates, 
and a scroll commemorating the occa: 
sion bearing the signatures of alll 
agents who watched his years in the 
business with thousands in new insut- 
ance written. Each agent whose name 
appears on the scroll wrote in June 
$25,000 or more in new business, bring- 
ing the month’s production to a total ol 
$1,766,884 life insurance and a_ large 
volume of health-and-accident applica 
tions, the record month thus far in com- 


pany history. : 
Mr. and Mrs. Beasley were marta 

at Joplin, Mo., on Mr. Beasley’s 2i1st 

birthday. He entered the life insurance 


field at that time as an industrial agent. 





Four producers of the P. F. Jenkins) 
agency, Tacoma, were honored at a din- 
ner attended by H. J. Cummings, vice’ 
president Minnesota Mutual Life. Those 
honored were Harry Dahl, Alex Stah- 
ley, Al Cluchey and George Ledbettet. 
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AMONG COMPANY MEN 





—— 


Bourke Sun Life 
Managing Director 


George W. Bourke has been elected 
4 director of Sun Life of Canada and 
appointed managing director. \ 

Mr. Bourke was educated at McGill 





G. W. BOURKE 


University. He joined the Sun Life at 
the head office in 1915. Later that year, 
he enlisted in the Canadian army and 
was wounded. On his return he re- 
sumed service in the actuarial depart- 
ment. In 1924 he was named chief of 
the mathematical department, in 1929 
became assistant actuary and 1932, chief 
actuary. He was appointed general 
manager in 1944. 

Mr. Bourke is a fellow of the Insti- 
ture of Actuaries of Great Britain, the 
Actuarial Society of America, and the 
American Institute of Actuaries. He is 
vice-president of the Actuarial Society. 





Graeser Has 25-Year 
Record with Ohio National 


A. Otis Graeser, who recently became 
secretary of Ohio National Lite follow- 
ing the resignation of Stewart J. Blas- 














A. OTIS GRAESER 


hill, vice-president and secretary, has 
been with that company for 25 years. 
He started working summers while at- 
tending high school and took time out 
only to graduate from Princeton. 

Mr. Graeser became assistant secre- 
tary in 1926. During the war he was 
on leave of absence in charge of allot- 
ment branch No. 2 of the Office of De- 
pendency Benefits at Newark. He re- 
ceived an army ribbon for outstanding 
Service in this position. 

He is now a major in the army and 
will assume his new duties upon re- 
lease from service, which is expected 
early in August. 


Lloyd A. Fallers Mutual 
Life Training Assistant 


Lloyd A. Fallers, assistant manager of 
the Salt Lake City agency of Mutual 
Life, has been ap- 
pointed home of- 
fice assistant to 
Ward Phelps, di- 
rector of training. 

Mr. Fallers joined 
Mutual Life in 1940 
at Omaha. In 1943 
he transferred to 
Salt Lake City to 
select and train 
new represent- 
atives. He became 
an assistant man- 
ager at Boise in 
1945. 

Mr. Fallers was 
educated at the University of Nebraska 
and the Nebraska College of Commerce. 





L. A. Fallers 





Elliott Washington Natl. 
Division Manager 


J. L. Elliott has been appointed a di- 
vision manager of Washington National. 
He heads the newly created industrial 
division J which resulted from the split- 
ting of division E. The latter continues 
under E. L. Clark. Districts comprising 
the new division are Atlantic City, Cam- 
den, Jersey City, Montclair, Newark, 
Plainfield and Trenton. 

Mr. Elliott has been with the com- 
pany more than 15 years. He was as- 
sistant manager of the casualty claim 
department and later became assistant 
manager of the casualty department. In 
1941 he was transferred to the industrial 
department in eastern territory. He has 
been assistant division manager since 
1942. He was in service as a second 
lieutenant of marines. 





Ogilvie Shifted to Ft. Worth 


Allen H. Ogilvie has been named Ft. 
Worth manager of the O. Sam Cum- 
mings agency, state manager for Kansas 
City Life. He formerly was general 
agent for the company in Michigan. 
Mr. Ogilvie became affiliated with the 
company in 1925 while attending the 
University of Michigan. Upon gradu- 
ation he was made general agent for 
Kentucky, taking over in that capacity 
in Michigan in 1933. He added C.L.U. 
to his name in 1936. Enlisting in the 
AAF in 1942 Mr. Ogilvie served in the 
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The MINNESOTA 


ST. 


SALES AIDS 


The Minnesota Mutual Life 
Insurance Company has spent 
years developing field-tested 
sales aids—stressing coopera- 
tion between Home Office 
and Field. Recently, we havé 
refined our Organized Selling 
Plan until we think it the best 
ever. Perhaps it accounts for 
the fact that our paid business 
for the first quarter of 1946 
is 23% ahead of the national 
average. 


MUTUAL LIFE INSURANCE COMPANY 


PAUL 1, MINNESOTA 
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QUALITY 


INSTITUTIONS—like individuals—strive toward certain objectives. 
During its more than 40 YEARS in business, the INDIANAPOLIS 
LIFE INSURANCE COMPANY has placed constant emphasis on 
QUALITY. The attainment of size has been secondary to Quality, 
Service and Safety. However, the Company has grown to be the 
largest Company organized as a Legal Reserve Mutual Company 


since 1905. 
QUALITY ASSETS — 


The Company's investment portfolio is given highest commendation 


by competent authorities. 


QUALITY BUSINESS — 


An extremely low lapse ratio, a very favorable mortality, are some 
of the indications of the quality of the Company's $161,000,000 


of insurance in force. 


QUALIFIED REPRESENTATIVES — 


The Company is very proud of its representatives. They are career 
underwriters, carefully selected and thoroughly trained. Indianapolis 
Life representatives enjoy high incomes — AVERAGE EARNINGS 
FOR TOP TEN IN 1945 — $20,568; AVERAGE EARNINGS FOR 
TOP TWENTY IN 1945 — $14,639; AVERAGE EARNINGS FOR 
ALL FULL-TIME REPRESENTATIVES WITH COMPANY IN 1945— 


$8,485. 
OPPORTUNITIES — 


General Agencies are available for men who can on in Evans- 


ville, Indiana; Davenport, lowa; Corpus Christi, Texas; 


pringfield, 


Illinois, and some other choice territories in Indiana, Ilinois, Texas, 


Ohio, Michigan, Minnesota and lowa. 


Indianapolis Life Insurance Company 


INDIANAPOLIS 7, 


A. H. Kahler 
Second Vice-President 
Supt. of Agencies 


INDIANA 


Edward B. Raub 
President 











Pacific and upon his discharge held a 
lieutenant colonelcy. 





Security Mutual Boosts Five 


Security Mutual of New York has 
named Howard D. Brown, assistant 
auditor; Robert M. Hamlin, auditor in 
the investment department; Richard A. 
Keiser, associate auditor; Richard H. 
Parish, assistant to the comptroller, and 
Robert E. Richard, assistant building 
manager. Four of them are war vet- 
erans. 





Manufacturers Life Editor 


Norman T. Sheppard is now associate 
editor of Manufacturers Life house or- 
gan. Mr. Sheppard started at the head 
office in 1928 and for 10 years has been 
in the field service department. Since 
1942 he has been connected with the 
publication. 


Join Farmers & Traders 


David Goldberg has joined the actu- 
arial department of Farmers & Traders 
Life. He holds degrees from Massa- 
chusetts State College and the Univer- 
sity of Michigan. He entered the army 
as a private in 1942 and was recently 
separated as a captain. 

Jack Rathbun has joined the comp- 
troller’s department. He is a graduate 
of Syracuse university. 





Union Life Agency Head 


Douglas P. Robertson has been ap- 
pointed to the newly created position of 
superintendent of agencies by Union 
Life of Richmond. Mr. Robertson 
joined the company in Norfolk in 1921 
and was appointed associate manager 
there in 1938 and manager in 1939. He 
is a former president of the Norfolk 
Assn. of Life Underwriters. 





New Mortgage Loan Manager 


George K. Cavenaugh is now manager 
of the mortgage loan department of 
Jefferson Standard. He has been as- 
sistant manager for several years. Mr. 
Cavenaugh joined this department in 
1928 upon graduating from the Univer- 
sity of Carolina. He was recently dis- 
charged as an army major after service 
in Italy. 


New Great Lakes Secretary 


Joseph F. Estes of Dundee, IIl., has 
been elected secretary of Great Lakes of 
Elgin taking the place of A. J. Wilken- 
ing. Glen E. True, Algonquin, III., was 
elected assistant secretary. 





Lakewood, Me.—Edward J. Kelley, su- 
perintendent Prudential at Portland has 
been elected president of the Maine Life 
Underwriters Association. 








COMPANIES 


General American Leaders 
Enjoy California Trip 


General American Life held its larg- 
est Production Clubs convention at Lake 
Tahoe, Cal., June 24-26, the first since 





1941. Approximately 250 qualifiers, 
wives and company officials attended the 
gathering. 


Activities during the three days con- 
sisted of various recreational functions 
and short business sessions two of the 
three morning. A special train made up 
at St. Louis carried a majority of con- 
ventioneers to the meeting. Awards 
were made at a dinner the second eve- 
ning. 


Supreme Liberty Marks 25th 


Supreme Liberty Life, Negro com- 
pany, celebrates its 25th anniversary in 
Chicago in August. The silver jubilee, 
with the home office as host, will draw 
the largest number of agents, executives 


and company personnel in the com- 
pany’s history. Elaborate prizes and 
awards costing an estimated several 


—_= 
thousand dollars will be given to thoge 
receiving recognition for high produc. 
tion and merit. The company now has 
approximately -$90 million insurance jp 
force. 





Lafayette Life Passes $50 
Million with 53% Surge 


Lafayette Life reports passing the $5) 3 


million in-force mark on July 1, a net 
gain of $4 million for the first six 
months this year. 
ness is running 53% ahead of 1945, and 
total insurance in force has jumped 52% 
in the past four years. 


New World Life in New Home 


New World Life has moved into its 
new home office in the top three floors 
of the New World Life building, for. 
merly the Alaska building, at Seattle. 

The company purchased the 15-story 
building three years ago, but the space 
which it intended to use was leased by 
the coast guard and used by that or. 
ganization throughout the war. 


State Life Sells Building 


State Life of Indiana, owner of the 
Reserve Loan Life building at Indian. 
apolis, has sold the building to Indiana 
Lumbermen’s Mutual for about $660,000, 
The property has 135 feet of frontage 
and is 195 feet deep. The 4-story struc- 
ture was built by Reserve Loan Life, 
State Life has owned it since 1943, 











New paid-for busj-§! 





RECORDS 


Security Mutual, N. Y.—June was the 
best month in company history with 
sales passing $18 million, driving in 
force past $157 million. Sales for first 
six months were more than 85% of the 
entire 1945 production and promise an 
all time record for 1946. June was rec. 
ord also for accident and health. 

Washington National—More ordinary 
business was received during the first 
five months of this year than during the 
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entire year of 1943. At this rate, it is 
expected business will pass the total 
jn 1945 by the end of July. 

Boston Mutual—Ordinary sales for the 
first five months were $6,051,820, an in- 
crease Of more than 10% over the same 
eriod last year. Total ordinary and 
industrial through May is $144,710,862. 

Massachusetts Mutual Life—Gain in 
force for the first five months is $62,- 
618,459, making the total $2,341,687,239. 
New sales through May were $98,935,873, 
a 47.7% gain over the first five months 
of last year. 

New York Life—New sales the first 
six months amounted to $410,932,900, an 
increase Of $121,979,400, or 42% above 
the first six months of last year. In- 
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National Life of Vt.—For the six 
months new paid policies totaled $53,- 
222,958, an all time record and gain over 
1945 of 42.36%. Sales for June were 
$9,386,753, a gain of 46.43%. The gain 
in insurance in force for the first half 
of 1946 is $41,961,222, bringing the total 
to $728,490,280. 

Bankers Life of Iowa—Ordinary pro- 
duction in June was $12,295,189, nearly 
twice the volume the same month a 
year ago. 

Pacific Mutual Life—New life insur- 
ance paid for the first six months of 1946 
shows a gain of 46% over the same pe- 
riod of 1945, with 21% of its general 
agency units paying for in excess of $1 





surance in force now totals $8,265,000,- million each and 57% in excess of 
000. $500,000. 
————— ———— ——————————— = ——— = — — 





Robert Lyne Takes 
Over at Pittsburgh 


Robert A. Lyne has been named man- 
ager at Pittsburgh of Union Central 
Life. 

Mr. Lyne joined Union Central in 
1912 at the Pittsburgh agency which 
his father, the late Wickliffe C. Lyne, 
had established in 1907. With his 
brother, Wickliffe B. Lyne, he was taken 
into partnership in 1920. The brothers 
have managed the agency since the 
death of their father in 1933. 

Wickliffe Lyne has retired because 
of ill health. He has been connected 
with the agency for 30 years and will 
continue as a personal producer. 





Bevins Home Life 
Manager at Buffalo 


Stanley H. Bevins has been appointed 
manager for Home Life at Buffalo, suc- 
ceeding Bernard J. Weber, who resigned 
to devote full time to personal produc- 
tion. 

Mr. Bevins joined Home Life in 1941 
as a field man in the home office sales 
planning division. He was appointed 
assistant manager in 1944, agency field 
assistant six months later, and manager 
of the sales planning division in 1945. 
During the past six months he has been 
directing the home office training school. 


Teagle Heads Prudential 
Office in Staunton, Va. 


Prudential has established an office 
in Staunton, Va., which will operate as 
a branch of the ordinary agency in 
Richmond. 

Thomas A. Teagle, who has been act- 
ing as special agent in that locality, has 
been named assistant manager in charge. 
He will be responsible for ordinary op- 
erations in Augusta, Albemarle and 
Frederick counties. 








Bryan Assistant to Jolly 


Charles D. Jolly, ordinary manager of 
Prudential for Colorado, Wyoming and 
New Mexico, has appointed George A. 
Bryan assistant manager with headquar- 
ters in Albuquerque. Mr. Bryan has 
been agency assistant in New Mexico 
for three years. 





Manufacturers Life Promotions 


J. J. Grant has been named acting in- 
spector at Brandon, Man., and J. W. 
Griffiths agency assistant at Winnipeg 
for Manufacturers Life. Mr. Grant, who 
tecently returned from overseas army 
service, joined the company in 1935 at 
Brandon. He moved to Winnipeg in 
1940, becoming agency assistant there in 
1943, Mr. Griffiths entered the business 
in 1943 and has won production honors 
each year since. 


Tye St. Louis Assistant Manager 

George L. Tye has been appointed 
assistant manager of the St. Louis 
agency of Mutual Life. Frank B. Jack- 
son is manager. 





XUM 


Gulf Life Changes 
As Mai Moves Up 


JACKSONVILLE, FLA.— Several 
promotions have been announced by 
Gulf Life following appointment of R. 
W. Mai, for the past four years man- 
ager of the home office agency, as head 
of the group department. J. M. Harlan, 
manager at Macon since 1945, succeeds 
Mr. Mai at Jacksonville as manager. 
C. C. Donahoo, formerly manager at 
Augusta, becomes manager at Macon. 
J. D. Hall, agency assistant, has been 
appointed manager at Augusta. W. E. 
Stovall, manager of industrial and 
monthly premium‘ underwriting, has 
been placed in charge of group under- 
writing and servicing. The company 
will offer wholesale insurance for groups 
of 15 to 50 lives and to larger groups, 
group life, hospitalization, surgical bene- 
fits, double indemnity, dismemberment 
disability and pension plans. 

Mr. Harlan started at Tampa in 1934, 
was promoted to assistant manager 
there, became manager at LaGrange in 
1935, manager at Atlanta in 1937, and 
was manager Stone Mountain district 
1940-44. 

Mr. Donahoo started at Pensacola in 
1934, became a superintendent there, and 
was transferred to Marianna, where he 
was from 1940-44. He became an agency 
assistant in 1944 and Augusta manager 
in 1945. Mr. Hall had served until re- 
cently as a superintendent of the Fitz- 
gerald staff. 





Crown Life in New Jersey 


Crown Life’ of Toronto has entered 
New Jersey and appointed New Jersey 
Life Associates, Inc., of Newark as gen- 
eral agent there. President of the new 
agency is Sidney Leiwant. Assisting 
him in organization of the new territory 
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Net Issued Business... $ 22,015,035.00 
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Increase over same period 


OE MAS TeINe social 80.12% 


Bete... Cerrar Ne 17,082,424.00 


TEP scenceestpninapieccetaal 96.21% 


Total Business in Force June 
SO, Se esscsvce! chi 219,027,830.00 


All credit for this fine showing goes to the 
splendid field force operating under the 
time-tested 


“BUILDERS OF MEN PLAN" 


Yes, it is interesting. Possibly 
you would like to know about it. 


Guarantee Mutual Life Company 


A. B. OLSON, Vice-President 
Organized 1901 NEBRASKA 


OMAHA 








MANUFACTURERS 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 
Standard and Sub-standard risks. 
Facilities for handling large cases. 
Civilian Foreign Travel Coverage. 


LIFE 


Annuities — Single Premiums up to $100,000. 


Prompt and Efficient Service. 


INSURANCE IN FORCE, 853 MILLION DOLLARS 
(Including Deferred Annuities) 


INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 


ASSETS, 295 MILLION DOLLARS 
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The Home Office Building 
“On The Banks Of The Mississippi’ 


FIDELITY LIFE ASSOCIATION 
FULTON, ILLINOIS 


Celebrating 50 Years of Fraternity and 
Distinguished Life Insurance Service 























Agency Director WANTED 


An unusual opportunity for a young, aggressive 
man capable of setting up, managing and directing 
a statewide agency organization. This man should 
be thirty-five to forty years of age, have a success- 
ful record as an insurance salesman and a back- 
ground of experience in agency organization. If 
you are qualified, apply by letter giving complete 
information about yourself and your experience. 
Unusual opportunity for advancement to top execu- 
tive position—salary and bonus. 

Applications received will be held in strict con- 


fidence. 
Address John A. Farber, President, 


The SERVICE LIFE 


INSURANCE COMPANY 


Omaha 2, Nebraska 

















SUPERVISORS WANTED 


A recently organized Southern Life Insurance Company de- 
sires to employ several capable supervisors who can sell life 
insurance to a high grade clientele of business and profes- 
sional people, from leads which will be furnished. The posi- 
tion will pay substantial salary and expenses with opportunity 
for promotion as State Manager. If you are ambitious to go 
places in the life insurance profession here is the place to give 
your talents room for the personal development you are seek- 
ing. In answer give complete history of yourself. Our repre- 
sentatives know about this advertisement. Address your reply 
to Box G-66, The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











is Moses Dickstein, formerly with Crown 
Life in Montreal, who is vice-president 
of New Jersey Life Associates and who 
has been made New Jersey state super- 
visor for Crown Life. 


Hoffman to Assist Habegger 


C. John Hoffman, with the John N. 
Adams agency of Aetna Life at Port- 
land, Ore., for the past year, has been 
named to assist Joe Habegger, general 
agent of Northwestern Mutual Life in 
Seattle, in training and supervision. He 
formerly was with Northwestern Mutual 
at South Bend. 





Kane Retires from Prudential 


Matthew F. Kane has resigned as 
Prudential manager in Boston. In 1930 
he was named manager of the Johnson 
& Higgins life department there, and 
in 1934 became district manager for Pru- 
dential. Mr. Kane has been a very suc- 
cessful life producer in New York and 
Boston for the past 21 years. 





Ancel Smith Nashville Manager 


Ancel E. Smith has been named Com- 
monwealth Life industrial manager at 
Nashville. He started with Common- 
wealth in 1930, later becoming assistant 
Nashville manager, and then manager 
successively at Portsmouth, O., and at 
Charleston. 

After war service he returned last 
November as assistant director of indus- 
trial agencies. 





Dunning Spokane Manager 


James D. Dunning, formerly training 
supervisor at San Francisco for New 
York Life, has been named Spokane 
manager, succeeding William H. Pierre, 
who had held the post for three years. 
He was agency director at Waterloo, 
Ia., before entering the navy during the 
war. 


Norwood San Antonio Manager 


Frank M. Norwood, for a number of 
years a personal conductor of Southland 
Life in San Antonio and for three years 
in the air corps, discharged as a sergeant, 
has been appointed manager in San An- 
tonio of Southland Life. 





Farrington Supervisor for Bowes 


C. Vernon Bowes, Newark general 
agent of New England Mutual Life, 
has appointed George D. Farrington su- 
pervisor. He will have charge of train- 
ing new men and establishing new agen- 
cies throughout New Jersey. 

Mr. Farrington has been in the life 
field 11 years, formerly with Penn Mu- 
tual Life and with New England Mutual 
in Philadelphia. 

He served in the army transport com- 
mand division in the western Pacific a 
little more than three years. 





New John Hancock Districts 


Two new John Hancock district agen- 
cies will be opened on July 15 at San 
Diego, under Manager Patrick J. En- 
right, formerly assistant district man- 
ager at Los Angeles 1, and at Wilkes- 
Barre, Pa., under Manager Lyman S. 
Lull, formerly assistant district man- 
ager at Germantown, Pa. 





Kusinitz Fall River Manager 


Maury Kusinitz has been appointed 
district manager for Fall River, Mass., 
by Harry Ross, Jr., New England field 
director of Guardian Life. His office 
is at 10 Purchase street, Fall River. 
Mr. Kusinitz entered insurance in 1941. 





Bates Assistant at San Antonio 


F. Tyler Bates, for the past three 
years agency supervisor for the Elmer 
Abbey agency of Aetna Life at San An- 
tonio, has been named assistant general 
agent. 





George C. Powell has been named 
special agent for New England Mutual 
Life in the L. Mortimer Buckley agency 
at Dallas. 


ASSOCIATIONS — 





Propose Separate 
Idaho Department 


Director of Insurance McMonigle of 
Idaho presented a comprehensive plan 
for state regulation and supervision of 
the Idaho Association of Life Under. 
writers at its meeting in Pocatello. He 
said such a proposal will be made to the 
legislature by the interim insurance com. 
mittee. 

The proposal now under consideration 
by the committee calls for the forma- 
tion of the present bureau of insurance 
into a separate department under the 
direction of a commissioner of insurance 
with properly defined qualifications and 
duties. 

“We will no doubt propose the adop- 
tion of the uniform group life definition 
adopted by the National Association of 
Insurance Commissioners,” Mr. McMon- 
igle said. 

Expressing the belief that all agents 
should be properly qualified he said that 
“many of the abuses now existing in the 
underwriting of insurance, both from the 
public’s point of view and from the com- 
pany’s would be solved by a high stand- 
ard of qualification.” 

Ray Wagoner, Northwestern Mutual 
Life, Boise, was elected president of the 
association, with Edward Larsen, . Bene- 
ficial Life, Burley, vice-president. 

A demonstration of organized sales 
methods was given by H. W. Patton, 
field training instructor Metropolitan 
Life. A luncheon address was delivered 
by G. W. Chaney, Veterans Administra- 
tion insurance officer. D. C. Jensen re- 
ported on National association activities. 


E. F. Brooks S. C. President 


Edwin F. Brooks, Minnesota Mutual 
Life, Florence, was elected president of 








An Insurance Authority 
Once Said: 


“Insurance Salesmen should never 
limit themselves to the sale of 
Life Insurance only and vice- 
versa.” 


POSTAL LIFE offers you the 
OPPORTUNITY to take care 
of your prospects and policy 
holder’s problems completely. 


L. H. G., one of our agents 
added over $2000 to his 1943 
INCOME on his ACCIDENT 
& HEALTH business. 


POSTAL LIFE offers LIFE, 
ACCIDENT, HEALTH and 
HOSPITALIZATION con- 
tracts. Don’t overlook the op- 
portunity to earn these addi- 
tional commissions and _ re- 
newals. 


Openings in MISSOURI, 
KANSAS, IOWA and NE- 
BRASKA. 


For information W RITE 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 
INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance 
‘ompany”’ 


4727 Wyandotte St. Kansas City 2, Mo. 
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the South Carolina Life Underwriters England Mutual, retiring president, are 
Association at the annual meeting at on the executive committee. 


Columbia. W. M. Crawford, Sumter; 
w. A. Farrark, Greenville; R. J. Hunt, 
Lancaster; S. C. Morrison, Charleston; 
Ralph Hewitt, Florence; Harry Wilkins, 
Spartanburg, and Robert Adams, Co- 
jumbia, were elected vice-presidents, and 
j, Lester Perkins, Columbia, national 
committeeman. 


J.M. Hamill New 
California President 


James M. Hamill, Equitable Society, 
San Francisco, was elected president of 
the California Assn. of Life Under- 
writers at the annual meeting at San 
Francisco. W. K. Murphy, general 
agent for Northwestern Mutual at Los 
Angeles, is vice-president. 


Record Membership 


Other officers are: Secretary, Arthur 
D. Hemphill, agency manager of Equit- 
able Society at Oakland; treasurer, F. B. 
Alldredge, general agent for Occidental 
Life at Stockton. E. E. Noyes, general 
agent California-Western States Life, 
Sacramento; Harold S. Parsons, Trav- 
elers, Los Angeles, and R. R. Hays, 
Jr, Los Angeles general agent for New 





Their Service 
appreciated by their 
public, Guardsmen no 
only keep pace with the 
trend but (fingers 
crossed) are going 
30% above average 


of increased life 


It was reported that sustaining mem- 














JAMES M. HAMILL 


bership is now 255, an all time high, and 
regular members total 2,556. 


McMillan Reelected 


Minneapolis President 
Arthur W. McMillan, Connecticut 
General, was unanimously reelected 
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insurance sales—all 


Companies. 


Ga ‘didn if 
Insurance Company, 


Madison |, Wisconsin 


And 100 years ago this 
northwest was mostly wilderness. 











UNUSUAL OPPORTUNITY 


in Northern California 

San Francisco Agency of large eastern Mutual 
Ordinary Life Insurance Company expanding 
beyond ability to make promotions from own 
tanks, desires two Assistant Managers for San 
Francisco and one for Sacramento. Must have 
Proven ability to recruit and train new men 
and have good record of p 1 producti 
Salary, over ride and bonuses. All replies 
confidential. Write full details to Box G-68, 
The National Underwriter, 175 W. Jackson 
Blyd., Chicago 4, Illinois. 
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A. W. MeMILLAN 


president of the Minneapolis Assn. of 
Life Underwriters. Mr. McMillan, a 
graduate of Carleton College and the 
University of Minnesota, law school, 
practiced law prior to entering insur- 
ance. 

W. La Von Robison, Mutual Life 
general agent, and Falconer Thomas. 
Northwestern Mutual, are vice-presi- 
dents; Charles Petillon, Berkshire Life 
general agent, state committeeman; Ed- 
ward H. Keating, general agent Equi- 
table Society, trustee; Rollo Wells, 
Northwestern National, secretary-treas- 
urer, and Harry Anderson, New York 
Life, executive committeeman. 





Connersville - Rushville, Ind. — Gilbert 
Huffer, superintendent of Prudential at 
Connersville, is president of the newly- 
organized association. Other officers are 
Bearl White, Rushville, first vice-presi- 
dent; E. J. Biggs, Connersville, second 
vice-president; Kahl Graham, Conners- 
ville, secretary; and Joseph Kakin, Rush- 
ville, treasurer. 

Pasadena, Cal.—Patl M. Minx is the 
new president, succeeding Rexford M. 
Truesdell. Vice-president is S. D. Kit- 
tredge and Paul L. Bostwick is secre- 
tary-treasurer. The membership com- 
mitte reported 125 active members. 
Quality awards were presented to 10 
members. 


Northeastern Wisconsin—C larence 





NOW—A NEW SALARY PLAN, 
Plus Bonus, for District Managers 
for Accident and Health Department 


A salary in line with your present earnings and standard of 
living, and a bonus plan that offers an opportunity to build a 
substantial income. 


You must have a good record as personal producer of com- 
mercial accident and health business, or of employed group or 
franchise hospitalization business. You must know how to 
recruit and train salesmen and be willing to follow sales plans 
which we have tested and found effective. 


We issue a full line of clean, liberal contracts, and have de- 
veloped a lead-getting system which keeps our men busy full- 
time calling on interested prospects. This is a full capital stock, 
legal reserve company, now licensed in: 


Texas Arkansas Louisiana 
Colorado West Virginia Florida 
Georgia District of Columbia Alabama 


Write fully giving all details of present occupation, and your 
production record. State where you would like to work, as we 
may enter additional States soon. All correspondence will be 
regarded as confidential. Address: C. C. Yost, Vice-President. 


Reserve Life Insurance Company 
Thomas Bldg., Dallas, Texas 
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THE COMPANY OF 2, SUCCESSFUL FIELDMEN 





Greater Success 


31% more qualifiers in the Half Million or 
More class; 70% more qualifiers in the Quarter 
Million or More class: this is the record of 
Pacific Mutual Big Tree Leaders Club this year 
as compared to last. 

Striking proof that Pacific Mutual career men 
can achieve constantly increasing sales success! 


UM 


UY 


Here’s the three-fold reason: 


First—A practical training program, embracing each 
successive step in an organized and complete mer- 
chandising process. 


Second—A complete range of personal 
coverage to sell. 


Third—The“New and Unusual Savings 
Plan”—a complete economic security 
package for the individual buyer. 
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SERVICE BASED ON 
PLUS VALUES 


A member of Royal Neighbors 
of America recently evaluated 
her membership in the society as 
follows: “I value my member- 
ship in Royal Neighbors of 
America because for 35 years I 
have had safe insurance protec- 
tion, the fellowship of our so- 
ciety and am assured a home in 
my declining years.” 


The Royal Neighbor home 
and fellowship are but two of 
the PLUS values of Royal 
Neighbor legal reserve fraternal 
life insurance. The other PLUS 
values include a real fraternal 
spirit and program, camp activi- 
ties, fraternal aid from a special 
fund, a free health service and 
the Royal Neighbor magazine. 


These features, beyond the 
realm of protection, make it pos- 
sible to describe the service of 
Royal Neighbors of America as 
“Life Insurance with a Heart”. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 











LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
eight years old—$138,755,513.00 
in force. Mortality experience 
1945—32.70%. Rate of assets to 
liabilities—109.13%. 


* 


Our new .agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. 


* 


Address your letter of inquiry 

to 

THE SUPERINTENDENT OF 
AGENCIES 


pee i 


Herman L. Ekern, President 
608 Second Ave. So., Mi polis 2, Mi t 














“Since 1868”—the 
best in Life Insurance 
Service for Catholics 


CAaTROLICO 
FAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 
726M. WATERSTREET -~- MILWAUKEE 2, WiS>d 
Whole Family Life Insurance for Catholics 














Naut, Business Men’s Assurance, was 
elected president to succeed Ruben 
Knuth, North American Life & Casualty. 
A. D. Meyer, Old Line Life, is vice-presi- 
dent; James H. Quigley, Mutual Trust 
Life, secretary and William MHepperd, 
Prudential, treasurer. L. E. Balza, New 
York Life, is state director. 


Yakima Valley, Wash.—A. H. Tuttle, 
Northern Life, has been elected president 
to succeed Gerry Koukal, Metropolitan 
Life. Coleman Ledbetter, Mutual Life, 
was and Lloyd Bissell, Metropolitan Life, 
are vice-presidents, and Elton Robson, 
secretary-treasurer. 


Gastonia, N. C.—Thomas J. Brawley, 
New York Life, was elected president; 
L. C. Suttle, Durham Life, vice-president, 
and Clifford L. Bell, Life of Virginia, 
secretary. P. B. Magruder, Metropoli- 
tan Life, is retiring president. 


Topeka, Kan.—Martin Miller, Mutual 
Life, was elected president succeding A. 
L. Sowers. Cecil Peterson, Union Cen- 








tral, is vice-president; Paul Allen, 
Equitable of Iowa, secretary; Lloyd 
Perryman, Northwestern National, 
treasurer. 

Pittsburg, Kan.—Bertrand L. Ehr- 
mann, Metropolitan Life, is the new 
president; D. D. Daily, Massachusetts 
Mutual, is vice-president; B. W. Kiehl, 


secretary-treasurer. 


Fort Wayne—Theodore Feulling, 
Massachusetts Mutual Life, is the new 
president. Other officers are: James 
Russell, Connecticut Mutual, vice-presi- 
dent; Mrs. Clara Romany, Common- 
wealth Life, secretary; George Clem- 
inger, Guarantee Mutual, treasurer. 

ManSsfield-Ashland, O.— William _ T. 
McKee is the new president. J. H. Cul- 
ler, Ohio State Life, is vice-president; 
Robert Horne, Ohio State Life, secre- 
tary, and W. E. Good, treasurer. 

Dayton, O0.—Brooks Heathman, Mas- 
sachusetts Mutual, is new _ president, 
and George L. Houck, vice-president. 
Secretary-treasurer is Wilder H. Grun- 
dy. The association has 252 members, a 
new high. 

Salina, Kan.—New president 
Peters, Aetna Life; Elliott 
Franklin Life, is vice-president. 
Fleming is secretary. 

Flint, Mich.—Tracy H. Hurd, John 
Hancock is president; Earle W. Jones, 
Lafayette Life, first vice-president; H. 
Keith Macy, Metropolitan Life, 2nd vice- 
president; Arthur E. Cobb, Northwest- 
ern National, secretary. 

New Bedford, Mass.—New president 
is Max M. Margolis, Sun Life. Vice- 
president is John C. Martin; secretary, 
Paul L. Smith; treasurer, Harold J. 
Clasky. Guest speaker was E. Wesley 
Enman, superintendent of Prudential at 
Roslindal, Mass. 

Southeast Missouri—New officers in- 
stalled at a meeting in Hayti are Mayes 
K. Chism, Metropolitan, president; 
Bryon McKay, National Life & Acci- 
dent; S. C. Abernathy, Reliable Life, 
vice-presidents, and Tom Baldwin, Prov- 
ident Mutual, secretary-treasurer. 
Speaker was G. A. McTaggart, Pruden- 
tial, St. Louis. Next meeting will be 
held at Poplar Bluff, the second week 
in September. 





is L. ee 
Belden, 
Jack 


T. R. Smith has been 





Lafayette, Ind. 
elected president; Nathan P. Paulus, 
vice-president; Arthur V. Bryant, sec- 


retary-treasurer; Herbert O. Meyer, na- 
tional committeeman. 

Eugene, Ore.—Commissioner Thomp- 
son of Oregon spoke on “The Need for 
Life Underwriters Associations.” 

John Gallagher is the new president. 
Richard Hopper is vice-president; Vir- 
ginia Gorman, secretary-treasurer, and 
John Byrne is national committeman. 

Jackson, Tenn.—N. B. Curry has been 
elected president to succeed Herbert De- 
ment. O. M. Spellman is vice-president; 
Glyn C. Phillips, secretary-treasurer. 

Chattanooga, Tenn.—FE. Lee Smith, 
Travelers, has been elected president; 
J. Vance Oldham, vice-president, and A. 
DeForest Spencer, secretary-treasurer. 
Robert J. Seay, Birmingham, Ala., was 
the speaker. 

North Iowa—E. E. Hunter, Equitable 
of Iowa, Mason City, has been elected 
president succeeding Ted E. Kisselbach. 


Pittsburgh-—Robert A. McKean, Berk- 
shire Life, was elected president. The 
M. Jay Ream trophy, awarded annually 
to the organization making the greatest 
contribution to the business and asso- 
ciation activities, was awarded to the 
C. Brainerd Methany agency of Fidelity 
Mutual. 

Omaha—New officers are Chancy L. 








Premer, New England Mutual, president; 
E. L. Smith, National Life & Accident, 
vice-president; Carrol Eisenhart, Massa- 
chusetts Mutual, secretary; Roy K. 
Barnes, treasurer; Lee J. Gillis, North- 


ern Life, state committeeman; yv. g 
Korisko, Metropolitan, and Elsie Colson 
Union Central, directors. The associa. 
tion ended the year with 257 members 
largest in history. ; 








NEWS ABOUT 


LIFE POLICIES 





Travelers Has 
$15 “Family” Plan 


Travelers now issues $15 monthly in- 
come family maintenance and family 
income provisions over either a 10, 15 
or 20 year period. 

The minimum policy to which the 
new family maintenance provision may 
be added is $2,500, and the maximum 
$25,000. If the basic contract is issued 
with disability provision the benefits in- 
clude waiver of premium without extra 





charge. Annal premiums are: 
Family Maintenance 

10 Year 15 Year 20 Year 
Age Period Period Period 
> lea EAE ae 7.01 10.07 $13.12 
Be fais s-0wrers 7.08 10.25 13.40 
SE each wiese-w 7.16 10.40 13.68 
23 7.24 10.55 13.97 
24 7.32 10.71 14.27 
25 7.41 10.90 14.58 
26 7.49 11.08 14.94 
27 7.67 11.29 15.32 
28 7.67 11.50 15.73 
29 7.78 33.07 16.21 
30 7.92 12.06 16.79 
3 ere 8.08 12.41 17.41 
I ee 8.26 12.79 18.10 
Sear 8.46 13.20 18.88 
coe saces 8.71 13.66 19.75 
ere 8.99 14.25 20.80 
ee 9.28 14.88 21.89 
Ba Gases 9.61 15.50 23.04 
De esseues 9.97 16.23 24.34 
OO; ovaweas 10.42 ey Be hg 25.95 
SO. vsavves 11.01 18.35 27.98 
Ok son000% 11.69 19.77 30.28 
Or wx eo ccs 12.44 21.36 32.97 
Oe eee acre 13.31 23.21 36.06 
MAL hse anaes 14.33 25.30 39.63 
OP: 6evesue 15.60 27.68 43.75 
ree 17.02 30.30 toes 
Ot Se tneke 18.63 33.23 
 aeerere. 20.46 36.44 ° 
ji eee 22.53 39.96 
50 e 24.84 43.81 


income provision may be attached to 
policies ranging from $5,000 to $25,000. 
Annual premiums are: 


Family Income 





10 Year 15 Year 20 Year 
Age Period Period Period 
| rer $ 4.18 $ 5.91 (AE 
OL cess ne 4.20 5.94 7.83 
| ees 4,21 5.97 7.95 
Be awsees 4.23 6.02 8.06 
are: 4.25 6.07 8.18 
25 4.26 6.12 8.29 
26 - 4.28 6.17 8.41 
27 4.30 6.24 8.53 
| 4.31 6.32 8.64 
29 4.34 6.42 8.76 
DO eoscae 4.38 6.53 8.89 
| ne ae 4.41 6.67 9.02 
Oo Succes 4.44 6.80 9.17 
| 4.48 6.95 9.36 
els bw @ 4.51 7.11 9.63 
Ot a's < oases 4.56 7.27 9.96 
a ae 4.62 7.46 10.37 
es 4,72 7.65 . 10.86 
Bee aasea\s 4.84 7.90 11.45 
Pe 5.00 8.23 12.16 
aD wine aes 5.25 8.64 13.00 
| SEER 5.58 9.23 13.96 
| SS eae 5.99 9.92 15.06 
| Re nee 6.47 10.73 16.31 
ee eee 7.03 11.65 Fy (rg 
Be ob ictce 7.67 12.71 19.31 
| eA 8.39 13.89 21.07 
eae 9.22 15.21 23.01 
Ss scew le 10.20 16.67 25.16 
BO Nie. stsrssyiete 11.26 18.28 27.53 
| i eee 12.33 20.08 30.12 
4 a A 18.15 


payor clause covering both death and 
disability of applicant for juvenile in- 
surance is now available in Massa- 
chusetts. 


Ohio National Revises Its 
Annuity Rates 


Ohio National Life has revised its 
single premium immediate life and re- 
fund annuities to agree with rates now 
used by the majority of companies on 
the standard annuitants 2% basis. Re- 
tirement annuity rates also have been 
revised. Monthly life incomes pur- 
chased by each $100 of annual premium 
are: 


Monthly Life Annuity 


aie 

geat Age Age Age 

Issue 50 55 60 Ap 
18 $17.26 $23.95 $33.30 $46.43 
20 15.81 22.14 31.0 43.44 
25 12.45 17.93 25.62 36.45 
30 9.40 14.12 20.74 30.13 
35 6.64 10.66 16.33 24.40 
40 4.14 7.53 13.34 19,21 
45 1.88 4.70 8.71 14.51 
50 23 2.13 5.44 10.25 

Monthly Life Annuity—10 Years Certain 

Male : 

Ageat Age Age Age Age 

Issue 50 55 60 65 
18 -$16.86 $23.07 $31.31 $41.98 
20 15.45 21.33 29.1 39.28 
25 12.16 17.27 24.08 32.96 
30 9.19 13.60 19.50 27.24 
35 6.49 10.27 15.35 22.06 
40 4.05 7.26 11.60 17.37 
45 1.84 4.53 8.19 13.12 
50 22 2.05 5.11 9.27 


Evidence of Age 


In the new annuity rate book appears 
a comprehensive list of papers accepable 
as evidence of the age of an annuitant, 
Examples are listed below in the order 
of their preference: Birth certificate, 
certificate of baptism, family Bible rec- 
ord, school or college record, voting or 
registration record, old life insurance 
policies issued over five years ago by 
some other company, old birthday re- 
membrances, service record, employment 
record of other employers, federal cen- 
sus, state census, hospital record, old 
driver’s license, old report card showing 
age, savings-band record, club or lodge 
record, marriage record, medical direc- 
tory (if doctor), bar-association record 
(if lawyer), naturalization record, pass- 
port (if old), any dated news clipping, 
yearbook, union membership card, pic- 
ture (old, with age notation), copy of 
court proceedings (if annuitant ever gave 
testimony), old diary, family doctor’s 


ACCIDENT 


Blue Cross Wins 
Support of Wis. 
Medical Society 


_The Wisconsin Medical Society has 
given full approval to state-wide sale of 
the Milwaukee county association’s surg- 
ical care plan with Blue Cross acting as 
sales agent. Previously it had forbidden 
the Milwaukee plan from operating out- 
side of Milwaukee county. 

After a hearing at Madison, winding 
up three years of argument between the 
state society and the medical society of 
Milwaukee county and six years of dis- 
agreement between the state society and 
Blue Cross, clear victories were won by 
the Milwaukee and Blue Cross groups. 

The society has approved a committee 
to arrange for expansion of surgical care 
throughout the state to be sold in con- 
junction with Blue Cross, and existing 
state medical society’s objections to Blue 
Cross have been removed. 

The society voted to*continue the pres- 
ent Wisconsin plan of prepaid medical 
care. 

_ Attorneys for the state society and the 
insurance department said that Milwau- 
kee plan was violating state law by sell- 














THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 
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ing in counties other than the parent one 
without approval. 


Provident L. & A. Issues 
New Cover for School Teams 


Provident Life & Accident has added 
to its line of accident and sickness cov- 
erages a blanket medical reimbursement 
plan designed particularly to provide 
protection against the hazards incurred 
by student members of athletic teams. 

The contract can be written to cover 
the football team only, to cover the bas- 
ketball team only, to cover all teams 
except football and basketball, and to 
cover all athletic teams, including foot- 
ball and basketball. In other words, 
the same basic policy form can be ex- 
tended to include volley ball, lacrosse, 
golf, tennis, water-polo, swimming, 








rowing, soccer, wrestling, boxing and 
any other sports conducted by the school 
on an organized basis. 

The policy provides reimbursement 
for medical expenses up to $250 incurred 
in connection with any one accident. It 
is written on a named assured basis, 
covering the school term of nine or 10 
months. The premium varies according 
to the particular sport covered. A stu- 
dent may be insured for only the sport 
in which he participates, thus making 
the individual premium very reasonable. 

The policy was not designed to cover 
sandlot or professional teams, but can 
be written for both public and private 
grade school, high school, college and 
university teams. It is anticipated that 
premiums will be paid by the school, but 
sometimes a part or all of the cost may 
be passed on to the insured student. 








LIFE SALES 


MEETINGS 





Woods Agency Holds 
Education Meeting 
at Ocean City 


Over 200 agents and wives were on 
hand for the annual education confer- 
ence of the E. A. Woods agency of 
Equitable Society, Pittsburgh, held at 
Ocean City, N. J. A number of sell- 
ing plans and ideas were presented by 
successful producers at the three-day 
meeting. 

Clarence B. Metzger, director of 
agency training of Equitable, remarked 
that today is a golden era in life un- 
derwriting, but it cannot be counted on 
to last forever. : 

In analyzing present production fig- 
ures, Mr. Metzger gave several reasons 
for the increase this year: (1) There are 
more people today with more money; 
(2) there is an increased need for life 
insurance because of rise in prices; (3) 
income and death taxes are higher; (4) 
there is a lack of good investments in 
other fields; (5) selection of life under- 
writers has improved; (6) training and 
supervision of agents is better; (7) the 
influence and education of N.S.L.I. and 
social security has drawn greater at- 
tention to life insurance. 

Old policyholders who need more in- 
surance are the main source of the new 
business, Mr. Metzger declared, together 
with women, business insurance pros- 
pects, and young couples. 


Warns of Tax Plans 


A warning against pinning too much 
hope on the continued sales of life in- 
surance through taxation plans was 
given by Irwin Bendiner, New York 
Life, Philadelphia, counsel for the 
Philadelphia Assn. of Life Underwriters. 

Mr. Bendiner maintained that taxes 
will continue high because of national 
debt and war costs and if people avail 
themselves of present tax loopholes, the 
law will soon block them up. He ad- 
vocated educating the public to the use 
of life insurance as a means of meeting 
taxes rather than avoiding them. Peo- 
ple with money are always the ones 
from whom the government will col- 
lect taxes, he pointed out, and therefore 
a business man should be shown the ad- 
vantage of a 4% annual tax, or a life 
insurance premium, while he is living to 
be paid out of current income, rather 
than to wait for a capital liability to be 
paid out of capital assets. 

Life insurance is not a static contract 
and so the agent should not be dis- 
turbed by changing or confusing con- 
@tions today, Mr. Bendiner said. The 
agents’ job is to correlate changing 
needs and conditions with the life con- 
tract. Moreover, the individual himself 
1s constantly going through an economic 
evolution and the alert underwriter must 
eep pace with these changing develop- 
ments. 

As a salesman the agent must analyze 
his job and reduce insurance selling to 


four fundamentals: Whom to see; why 
to see; what to say; and how to sell 
him, Mr. Bendiner said. Also the pres- 
entation should be kept simple and the 
agent should not show a great deal of 
knowledge about a too specialized sub- 
ject or know very little about a great 
deal. 

In mentioning permanent life plans, 
he suggested that business insurance and 
group would probably show more of a 
future than the taxation principle of 
selling. 

Agency Manager Lawrence,C. Woods: 
Jr., reviewing the first five months, said 
that paid ordinary volume is $9,866,361, 
89% of the entire total for 1943. An 
engraved wrist watch was presented to 
Frederick A. Stevenson, assistant man- 
ager, marking his 25th anniversary with 
the agency. 


N. W. Mutual Plans 
3-Day Victory Meet 


MILWAUKEE—The annual meeting 
of the Northwestern Mutual Association 
of Agents will be held here July 22-24. 

Thomas A. Lauer, Joliet, Ill., associa- 
tion president, will open the “Victory” 
meeting, the first since 1941. About 300 
veterans back in production will be hon- 
ored in a patriotic and dramatic open- 
ing. Speakers at the general session 
will be President M. J. Cleary in an ad- 
dress of welcome and a review of the 
company’s development, progress and 
outlook, and Grant L. Hill, director of 
agencies, who will present honors and 
awards in this year’s production and 
club leaders and special recognition to 
those unrecognized in the last four years. 

At other sessions speakers will be 
Royall R. Brown, Winston Salem, N. C., 
on “That’s What I Like About the Life 
Insurance Business”; Allen J. Leffen- 
dink, Boulder, Colo., “A Cultivation Plan 
That Works,’ and John H. Jamison, 
Chicago, “Who, What, Where, When 
and Why!” 

Five second day speakers will discuss 
the general subject of “Creating and 
Building Clients.” They are: Frank B. 
McTigue, Fort Dodge, Ia., “Convictions 
That Count”; Edward Russo, Baltimore, 
“We Sell the Fact Finding Interview”; 
Deal H. Tompkins, Charleston, W. Va.. 
“We Get the Facts”; Bronson Barrows, 
St. Louis, “We Determine and Sell the 
Solution,” and J. Robert Guy, New York 
City, “We Give Service After the Sale.” 


Cashing in on Sales Ideas 


A feature that afternoon will be a dis- 
cussion of “Are You Cashing in on These 
Sales Ideas?” by Clifford Seys, Grand 
Rapids, Mich., and W. B. Minehan, sec- 
retarial department, home office. A quiz 
program, “What Makes a Leader” will 
be conducted by E. T. Proctor, Nash- 
ville. The experts on the panel, North- 
western Mutual production leaders and 
“AA” prize winners for the past five 
years, will be A. E. Gilman, Baltimore; 
Al Kauffman, New York; Alden Smith, 
Nashville; E. M. Klein, Cleveland; F. A. 


Morse, South Ben, Ind.; V. A. Milette, 
Newark; H. Ben Ruhl, Detroit; C. Von 
Hickman, Salem, Ore., and two winners 
for the past agents’ years to be an- 
nounced. 

At the final session, in addition to the 
business meeting and election, Elgin 
Fassel, Northwestern Mutual actuary, 
will speak on “The Northwestern Way,” 
and Grant Hill, director of agencies, will 
close with an inspirational talk entitled 
“Forward.” 

A friendship luncheon has been ar- 
ranged for agents attending their first 
annual meeting, with Sterling Young- 
quist, Columbus, and James V. Lawry, 
San Francisco, speaking on “Making the 
Most of Your Opportunities.” A dinner 
and reunion for war veterans will be 
held Monday evening. Separate meet- 
ings will be held by the general agents, 
district agents, special agents, C.L.U 
and Half-Million-and-Over groups dur- 
ing the three days. Approximately 500 
wives of agents will be in attendance 
and a special program has been arranged 
for them. Mrs. B. J. Stumm is general 
chairman. They will be addressed by 
R. J. Dolwick and J. A. Boyer, home 
office officials, giving the women sig- 
nificant information about life insurance. 
The association dance and entertainment 
will be held the first night and the com- 
pany banquet will be given the follow- 
ing night. 


Lincoln National Third 
Rally to Be in Estes Park 


The third regional sales congress of 
Lincoln National Life will be July 15-17 
at the Stanley hotel, Estes Park, Colo. 
Approximately 140 salesmen have been 
invited. All members of the company’s 
President Club will attend the meeting, 
following which they will journey to 
Mexico City. 

Among home office officials in attend- 
ance will be A. J. McAndless, presi- 
dent; A. L. Dern, vice-president and 
director of agencies, and R. F. Baird, 
vice-president and general counsel. 


Mutual Benefit School 


A four week training school in pro- 
gramming is currently under way at the 
home office of Mutual Benefit Life, com- 
posed of 30 students and seven instruc- 
tors. 

Instructors are Roy G. Cleveland, su- 





pervisor; M. James Houlihan, Flint; 
George A. Myer, general agent at Har- 
risburg; Albert Drake, associate general 
agent at Kansas City; William H. Fore- 
man, Newark supervisor; Norman E. 
Andersen, general agent at Peoria, and 
John O. Wilson, regional supervisor in 
the agency department. Edward C. 
Hawes, director of sales training, super- 
vises the school. 


Northern Life Tower Club 
Meets in Seattle July 15-19 


Northern Life’s Tower Club will meet 
in Seattle July 15-19. Entertainment 
will include a golf tournament, a water 
tour of Elliott Bay and Lake Washing- 
ton, an all-day trip to Mt. Rainier with 
dinner at Paradise Inn, and a banquet 
and dance at the Olympic Hotel. 

Speakers will include President D. M. 
Morgan, Irving Morgan, first vice-presi- 
dent, Actuary Gordon Bingham, Reno 
Odlin, president of the Puget Sound Na- 
tional Bank of Tacoma; H. L. Quigley, 
a 30-year veteran of the company, and 
Mayor William Devin. 


Gt. Lakes Holds Ist Agency Meet 


Great Lakes of Elgin, IIl., held its 
first agency convention at Delavan, 
Wis. 

Hal P. Campbell, superintendent of 
agencies, presided. Speakers from the 
agency force included Ivan Bunker, 
Frank Fitzgerald, William Nesler, Glen 
E. True, Ralph Shoellhorn, who pre- 
sented a gift from the sales force to 
Mr. Campbell, and J. W. Langdale. 

Guest speaker was Vaughn V. Moore, 
president of Northern Trust Life of 
Aurora, Ill. The increase in new busi- 
ness through May 31, was 68% over the 
same period for 1945, and the premium 
income showed an increase of 95%. 


Equitable Texas Rally Set 


The Texas agency force of Equitable 
Society will meet for an educational con- 
ference Sept. 15-18 at Camp Waldemar, 
Hunt, Tex. 


Columbus Mutual Rally Oct. 14-16 


Columbus Mutual Life will hold its 
agents convention at the home office 
Oct. 14-16, the first company conven- 
tion since 1941. 























PUTTING THE ACCENT ON YOUTH 


The Woodmen of the World is putting the accent on youth dur- 
ing its “Tomorrow’s Builders” juvenile membership drive, May 
15 to July 15, to enroll several thousand boys. 


They are offering boys the benefits to be derived from an early 
start on a sound life insurance protection program, plus the 
many benefits they will receive by taking part in the fraternal 
and social activities of Boys of Woodcraft. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBR. 

















$5000 and $10,000 per year. 


INDIANA 
PEWNSYLVANIA 





WANTED! 


STATE AND ASSISTANT STATE MANAGERS 


Alarge and well-established Life Insurance Company, operating throughout the United 
States, has openings for men with managerial experience who can earn between 
Excellent opportunities in the following states: 


ARKANSAS 
MISSISSIPPI 


Send photo and give age and experience in first letter—all inquiries will be considered confidential. 
Write Box E-56, THE NATIONAL UNDERWRITER, 175 West Jackson Bivd., Chicago, Illinois. 


LOUISIANA 
GEORGIA 
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Site for N.A.I.C. 
Headquarters 


(CONTINUED FROM PAGE 1) . 


ent associations, if desired, the associa- 
tion merely being required to pay his 
expenses. 

Then there are accouting and book- 
keeping services, duplicating, mimeo- 
graphing and addressographing depart- 
ments, shipping room and_ reception 
desk. 

The largest conference room will seat 
about 120 with folding chairs. When not 
being used for that purpose it is attrac- 
tively furnished with lounges and other 
comfortable chairs. There is a smaller 
conference room furnished in Williams- 
burg style. 


Started by Spellman Fund 


The entire project was made possible 
by the Spellman Fund of New York 
which is an off-shoot of the Rockefeller 
Foundation. The Spellman Fund was 
primarily intended to assist in research 
work in public administration. The 
Spellman Fund has contributed to the 
maintenance of the headquarters of sev- 
eral of the associations, but on a liqui- 
dating and diminishing basis. The Coun- 
cil of State Governments housed here is 
entirely supported by the individual state 
governments. 

By and large the associations with 
headquarters at “1313” are those of pub- 


lic officials charged primarily with ad- 
ministrative duties. It has not as yet 
become extensively the home of head- 
quarters organizations of officials in the 
regulatory field, such as insurance com- 
missioners. However, that is not by de- 
sign, and there seems to be no reason 
why a regulatory type of organization 
would not fit into the general scheme. 


Several Types of Organizations 


An excellent outline of the scope of 
“1313” was prepared a few years ago by 
Don K. Price, associate director of Pub- 
lic Administration Clearing House. He 
observed that “1313” has come to be 
used as a name for the group of organi- 
zations housed at that address. The or- 
ganizations housed there are of several 
distinct types. First, there are the or- 
ganizations of public agencies and chief 
executives. These include American 
Municipal Association, Federation of the 
State Leagues of Municipalities; Council 
of State Governments, which has a com- 
mon secretariat with the Governors Con- 
ference and the International City Man- 
agers Association. 

Second, there are the organizations of 
officials in the managerial or staff agen- 
cies of government, including Civil Serv- 
ice Assembly, Municipal Finance Offi- 
cers Association and American Society 
of Planning Officials. 

Third, there are a half dozen associa- 
tions of officials in specific functional ac- 
tivities of government, including Ameri- 
can Public Welfare Association, Na- 
tional Association of Housing Officials 
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DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
85 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 











HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
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and American Public Works Associa- 
tion. 

There is Public Administration Clear- 
ing House that manages the headquar- 
ters building and operates the joint serv- 
ices. Then there is Public Administra- 
tion Service that makes surveys and in- 
stallations on a cost basis for govern- 
mental units of all kinds. 


Types of Cooperation 


The common services, he pointed out, 
represent the formalized aspects of co- 
operation at “1313,” but even more im- 
portant are the less apparent types of co- 
operation. 

The staff members of an association 
call on members of other staffs for rou- 
tine information or specialized advice. 

Proximity to the University of Chi- 
cago is also a valuable asset. 

Herbert Emmerich, director of Public 
Administration Clearing House, writes 
that each of the organizations is “sepa- 
rate and distinct and entirely indepen- 
dent, but it has been possible for their 
secretariats to cooperate in many help- 
ful ways. These organizations share the 
belief that government in the United 
States can be made more satisfactory if 
administration organization, techniques, 
and method are improved; and that the 
responsibility for such improvement 
rests primarily upon public officials.” 

If N.A.I.C. should decide to make its 
headquarters at “1313,” it would have 
the choice of setting up a separate and 
distinct secretariat or becoming a unit of 
the Council of State Governments of 
which Frank Bane is executive director. 
The Council of State Governments is 
secretariat’ for the Governor’s Confer- 
ence, National Assn. of Attorneys Gen- 
eral, National Assn. of Secretaries of 
State and National Assn. of State Budget 
Officers, and it acts as a clearing house 
and research center for legislators and 
legislative reference bureaus. 

Some of the commissioners seem to 
have a lingering fear that the character 
of the organization might be entirely al- 
tered if it had a headquarters setup that 
was bracketed in any way with other 
associations. Hence, there might very 
well be a strong sentiment in favor of 
having a completely independent setup. 

In addition to the organizations 
housed at “1313” Public Administration 
Clearing House is frequently called upon 
to render service for other organizations 
housed elsewhere in Chicago and in 
other cities. For instance, American Li- 
brary Assn. has called upon “1313” for 
aid frequently. 

“1313” is well occupied at present but 
there may be some shifts that will cause 
space to become available. 





Nation’s Problems 
Are Paramount 





(CONTINUED FROM PAGE 1) 


ance interests for having secured the 
passage of public law 15 and implying 
that the big insurance companies are 
out to gobble up the little ones. 

Mr. Adams replied that there is no 
business in which the instrumentalities 
of competition are so adequate as in life 
insurance. It has been years since any 
of the young companies have had reason 
for accusing large companies of being 
predatory. Today the small companies 
are growing at an accelerated rate and 
are getting a greater share of the busi- 
ness all the time. 

Mr. Adams spoke particularly of the 
friendly and democratic spirit that per- 
vades the largest life insurance company, 
Metropolitan, stating that the doors of 
that institution are always open to those 
of other companies seeking information 
or advice. This was a particularly graci- 
ous compliment because C. Taylor, 
Jr., executive vice-president of Metro- 
politan Life, was at the table. 

M. Cartwright of THE NATIONAL 
UNDERWRITER presided and those intro- 
duced included: Robert L. Hogg, Ralph 
H. Kastner, Irving Brunstrom and Ern- 
est Sullivan of the A.L.C. headquarters; 





Paul W. Cook, Mutual Benefit Life 
president Chicago Life Underwriters 
Assn.; George E. Turner of Chicago 
former Indianapolis law partner of Mr. 
Adams; H. R. Kendall, George Kendal] 
and R. J. Wetterlund of Washington 
National; Roy Tuchbreiter and R. M. 
Clark, Continental Assurance; W. J, 
Alexander, Globe Life; George Manze}. 
mann, North American Accident. 

Also Isaac Miller Hamilton and L. D, 
Cavanaugh, Federal Life; H. K. Linds. 
ley, Farmers & Bankers; O. J. Arnold, 
Northwestern National; C. E. Becker, 
Franklin Life; E. H. Henning, Illinois 
Bankers; C. B. Shuman, Country Life; 
H. O. Carlson, Reliance Mutual; O. T, 
Hogan and H. G. Rockwood, United; 
C. G. Ashbrook, North American Life; 
W. T. Grant, Business Men’s Assurance; 
Raymond Olson, Mutual Trust Life, and 
H. G. Royer, Great Northern Life. 





Suit on Unclaimed 
Funds Law in N. Y. 


(CONTINUED FROM PAGE 3) 


the comptroller acquiesced. The plan 
was to get the legislature to pass a law 
exempting out-of-state companies. This 
was not done. A measure was enacted 
which provided that a company that 
had paid money to the state under the 
abandoned property law could get it 
back, less a 1% service charge, on proof 
that the policyholder or claimant had 
shown up and received payment. This 
was not satisfactory to the companies, 
however, and they decided to go ahead 
with their suit, asking for a permanent 
injunction against application of the law 
to them. 

Domestic companies have for some 
time been required to pay unclaimed 
funds to the state. However, when many 
of the state’s provisions relating to un- 
claimed property were consolidated in 
the abandoned property law, article 
IX-E, applying to domestic life com- 
panies was repealed. As the life insur- 
ance provision of the abandoned prop- 
erty law was enacted it applied to out-of- 
state as well as domestic companies. It 
was effective June 1, 1944, so that the 
first reports, due April 1, 1945, applied 
to funds held Dec. 31, 1944. 





“Funds to Which Law Applies 


The law applies to matured endow- 
ments unclaimed seven years after ma- 
turity date; amounts owing under other 
forms of contracts where the insured, if 
living, would have attained the maxi- 
mum age of the mortality tables on 
which reserves are computed, unless 
within the preceding seven years the 
policy has been assigned, readjusted, re- 
instated, subjected to loan, or kept in 
force by payment of premium; or the 
insurer has received written evidence 
that the person or persons entitled to 
the money have knowledge of it: an¢ 
death benefits unclaimed by the person 
entitled to them seven years after an 
insured’s death. 


Must Report and Advertise 


All items must be reported, regardless 
of amount, though items of $3 or less 
may be lumped and the aggregate re 
ported. If an insurer has no abandoned 
property it must file a verified written 
report to that effect. Details must be 
reported on items of more than $3. 
Within 30 days after making its report 
to the comptroller the insurer must pub- 
lish a notice, at least twice during af 
interval of one week, in a newspaper in 
the county in which the last known rest 
dence of the policyholder is located. 
Names of persons need be published 
only if the amount to which they are 
entitled is $10 or more each. The comp- 
troller designates the newspapers fot 
publication of notices in respect to those 
whose last known addresses were outside 
New York state. The statute permits 
insurers to prorate the publication 
charge among the items listed in the no- 
tice in proportion to the amount of 
money involved. 
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Result: UNION MUTUAL—a company which 
to your clients with confidence and pride. 


provides you with a complete personal 
= 
+ uy N MUTUAL 
l, PORTLAND MAINE HOME OFFICE 


Rolland E. Irish, President 
Harland L. Knight, Agency Vice-President 


oo LIFE © SICKNESS * ACCIDENT * GROUP... 
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PROOF 0’ THE PUDDING 





“Before coming into the life insurance business, I studied 
several companies’ contracts. I chose the Q. V. S. contract 
because it offered far more advantages for the Field Under- 
writer than any other contract I examined. What appealed 
to me especially were the lifetime renewal feature and the 


bonus for quality business.”’ 
F. L. BONNEY, 
Field Underwriter, Corpus Christi, Texas 





Q... quality 
Vv... volume 
§...service 
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* 
THE CAPITOL LIFE INSURANCE CO. 
Clarence J. Daly, President 
W. V. Woollen, Agency Vice President 


Home Office—Denver 1, Colorado 








In 55 More Years 
We'll Be A Hundred. . . 


We will celebrate our centennial 
about 2002 A. D. 


There ought to be plenty to celebrate 
because already ... 


@ We have more than a billion and 
a half dollars of life insurance in 
force, which ranks us 18th in this 
respect. 


@ We have more than $500,000,000 
Ordinary in force. 


@ We have the largest Industrial ac- 
cident and health business in the 
world. 


@ Our total assets are approximately 
$200,000,000. 


@ Our percentage of life insurance 
gained for the past ten years is first 
in the business. 


You are all invited to the celebration. 
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You wake up feeling fine! The weather’s good... 


There’s a significant difference between life insur- 


let’s see... what'll you do today? Well, for one thing, ance companies. Ask a Northwestern Mutual agent 
what that difference means to you. Ask a policy- 
you won't worry about money — your Northwestern holder why no other company excels Northwestern 
i" Mutual in that happiest of all business relationships 

Mutual check came in again this morning! — old customers coming back for more. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


Founded 1857. MILWAUKEE 2, WISCONSIN 





